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Through the years, Blatchford’s famous milk-saving products have been 
prime favorites of calf raisers ... to help SAVE MILK and raise GOOD 


‘ CALVES. In war-time ... when milk is vitally needed for human consump- 

7 tion ... farmers appreciate more than ever the BIG JOB Blatchford’s can 

ens do. That’s why Blatchford dealers right now are doing the biggest business 

The Blatchford VICTORY Calf of their history ... proud of doing their bit to help customers get a good 
- + + typifying the thousands of calves feeding job done — and save “Milk for Victory!” Follow the 
“Signs of the Times.” Sell and recommend Blatchford’s to your 


satisfying Blatchford’s! customers. Your Blatchford distributor is ready to serve you. 


BLATCHFORD CALF MEAL COMPANY — WAUKEGAN, ILLINOIS 
SELL AND RECOMMEND 


Blatchfords 


CALF MEAL AND CALF PELLETS 
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MILLFEEDS e MALT SPROUTS e BREWERS' GRAINS 
LINSEED MEAL e SOYBEAN MEAL ec BARLEY 


FEED BARLEY e SCREENINGS 


BARLEY CHAFF e MALT HULLS 


WISCONSIN DISTRIBUTORS FOR CHICK BED POULTRY LITTER 


THE PAETOW COMPANY 


FEED — GRAIN — SCREENINGS 
MILWAUKEE, WIS. 


FEED DEPARTMENT MEMBERS 


CLARENCE MOLL MILWAUKEE GRAIN & STOCK EXCHANGE 
LIN WILLIAMS GRAIN & FEED DEALERS NATIONAL ASSN. 
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“Merchandising is just as 
much of a scientific 
problem as the chemistry 
of nutrition.” 
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ON THE COVER — Symbolic of the 
poultry industry is this white leghorn 
cockerel, king of the flock. Meeting 
at Grand Rapids, Mich., last month 
members of the International Baby 
Chick association were told that the 
poultry industry had already exceed- 
ed the 1942 war production goals and 
that the egg program was running 
three per cent above the 13 per cent 
increase requested. Much of the 
credit for this record is attributed to 
the more extensive use of scientifically 
prepared feeds and poultry mashes 
contributed by the feed industry. 
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This is’ 225,000 


The Wa 
| to Get Vitamin 


UNJOIN TED GRASSES 


Here's an opportunity to stabilize YOUR formula 
costs for Vitamin A! CEROGRAS (unjointed 
grasses) supplies 225,000 units of Vitamin A from 
carotene per pound; source of supply is not affect- 
ed by priorities. 

Cerogras also offers an average of 20 gammas of 
Flavin per gram, equal to that of milk; contains 
newly discovered Folic Acid PLUS 15 ‘other im- 
portant vitamin factors. 

@ DRIED GREENS-BUTTERMILK 

A blend of Cerogras and Buttermilk in dry form. 

GREENMELK 

A blend of Cerogras and condensed Buttermilk packaged 
in barrels. 


CEROPHYL LABORATORIES, Inc. 
KANSAS CITY, MO. 
WRITE—for information and prices on Guages Products— 
Dried Greens-Buttermilk, Greenmelk. 


MAX KATZ 
BAG CO., 


INDIANAPOLIS, IND. 


JUTE TWINE, 
PAPER BAGS, 
WATERPROOF 


TARPAULINS, 


WATERPROOF 
REINFORCED 


BURLAP AND COTTON CROSSCORD 


BAGS 


THE FEED BAG — August, 1942 


FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of eee 


Wheat Bnan 
Wheat Middlings 
Rye Middlingas 
Malt Sprouts 
Bnewens Grains 
Linseed Meal 
Soybean Meat 


Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


‘Snappy 


| 
livel | 
ively screen | 
| 
Scalper Cleaner Sifter Dresser | 
Swift, ‘2-motions screening for trashy grain or bulky i 
feed stocks — rapid, free-action sifting for hard-to- | 
sieve materials . . . A versatile, easily and cheaply 
installed outfit .. . Requires small space, trivial power i 
— no attention .. . Inexpensive, simple, dependable | 
for every service . . . Made in several sizes — a | 
capacity to suit your needs. | 


Ask for Data B-404 | 


| 
— Ol | DOUBLE ACTION SHAKER | as 
a 
SELLING | a 
| 
| | 
S. HOWES CO., INC., Silver Creek, N. 


Con'r. 1941 Arcady Farms Mig. Co. Make this seal your feed-buying guide. Cop’r. 1941 Arcady Farms Mig. Co. 


PAY 


ARCADY'S NEW LABORATORY —the world's newest laboratory 
devoted exclusively to feeding research — is working night and day 
to help YOU make more money. At the fingertips of our large, com- 


petent staff of nutritional experts is every modern scientific instrument 
needed for fast, accurate results. 


HERE’S WHAT THEY’RE DOING 


In order to enable you to recommend Arcady Feeds with absolute 
confidence, this laboratory carefully tests every ingredient before it 
goes into any Arcady Feed to make sure it meets our rigid high 
standards of quality. Here, the results of every feed are checked on 


animals themselves, under controlled conditions that eliminate any 
guesswork. 


CASH IN ON THIS SERVICE 


When you take on ARCADY—America's Most 
Complete Line of Feeds —you become the 
feeding expert in your community. Our labora- 
tory will help solve your feeding problems. Our 
tested Sale Plan helps you get new customers 


and build greater business from present ones. 
Write for free details. 
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jack hutchinson believes 


most effective promotion 


IVESTOCK tours have been 

the most effective of any one 

promotional method to sell 
feeds used by the Powers-Hutchin- 
son Co., Cambridge, IIl., a village 
of 1300 inhabitants. The firm is 
made up of Nathan Powers, who 
took over an elevator, coal and 
feed business 20 years ago and 
Jack Hutchinson, who became a 
partner of Mr. Powers about five 
years ago. 

In addition to a feed business the 
concern operates an elevator, a 
coal business and a hatchery pro- 
ducing about 100,000 chicks a year. 
The hatchery is located in a down- 
town location while the elevator, 
coal yards and feed warehouse are 
on the outskirts, on the Rock Island 
railroad. The hatchery is open only 
during the hatching season, at 
which time feeds and poultry sup- 
plies are sold at both places. Dur- 
ing the rest of the year these are 
handled at the elevator location 
only. 

“We use several forms of promo- 
tion,” says Mr. Hutchinson. “But 
three years ago we started having 
livestock tours and we found these 
tours to be the most effective single 
promotional effort we have ever 
tried. We schedule the meeting 
several weeks in advance and 
choose a date that does not inter- 
fere with other events. We have 
found that the best time to hold this 
is right after the threshing season 


THE FEED BAG — August, 1942 


as farmers at that time have a com- 
parative lull in their activities. 

“We make arrangements with 
six livestock raisers who use our 
feeds regularly and who have 
made outstanding records. Most of 
these farmers are in a position to 
give figures on the cost of produc- 
tion. We then schedule our pro- 
gram, starting at 9 o'clock in the 
morning, making visits to three 
farms in the forenoon and three in 
the afternoon. We set the time 
when we will be at each farm. 

“We begin advertising the tour 
several weeks in advance in our 
local newspaper. Then, a short time 
previous to holding the tour, we 
mail penny postcard invitations to 
a group of farmers and feeders 
whom we think will be interested. 
The cards also contain the schedule 
of the tour. Some who find it pos- 
sible to attend only part of the day 
can join the tour at any time they 
wish. 

“In this way we get together a 
group of 40 to 50 feeders who real- 
ly feed enough to make their busi- 
ness desirable. At each place visit- 
ed the owner answers any and all 
questions regarding his practices in 
feeding and care. Some also make 
short talks on some phase of the 
feeding business. 

“In addition to this educational 
feature, our program includes an- 
other treat. Five miles from Cam- 
bridge we have a beautiful park 


with plenty of tables and seats. 
Here we arrange for a picnic din- 
ner at noon. The best part of the 
picnic is that the tourists do not 
have to take their own lunch. We 
engage a church society to serve 
a good lunch which is free to all 
our guests. Then after this enjoy- 
able feature we have a talk by 
some authority on feeding or on 
market conditions. We have found 
that our tourists prefer to hear talks 
on the future outlook for the indus- 
try and marketing trends, together 
with facts on pertinent feeding 
practices. The last speaker we had 
was Jim Poole, who for many years 
has been broadcasting the daily 
market reports from the Chicago 
stockyards. 


“Our salesman, of course, helps 
in conducting the tour, and is ready 
to take orders if requested but dur- 
ing the trip we do not take the ini- 
tiative in trying to sell feed or solli- 
cit orders. We want our tours to be 
educational and as free from com- 
mercialism as possible. While the 
results we secure are indirect, they 
are none the less real and tan- 
gible.” 

Mr. Hutchinson feels that the op- 
eration of a hatchery is also an 
ideal set-up for the sale of poultry 
feeds and poultry supplies. During 
the hatching season a battery of 
chicks is kept on display, which 


(Continued on Page Seventy-five) 
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AT THE FARMERS COOPERATIVE COMMISSION CO. 
FULDA, MINNESOTA 


There are few “dead days” around our elevator, now that the last-two years have 


proved the extra value in our own FULDA FARMER'S BEST Feeds made The 
HUBBARD SUNSHINE Way. 


We had no idea when you started us on The HUBBARD SUNSHINE Program two- 
years ago that the feed-mixing department would become a major part of our 
business. 

We had a fair trade on FULDA FARMER'S BEST Feeds the first year, and our records 
for the second complete year of operation—just closed—show that our feed business 
has more than doubled over the first year. And it's growing every month. 

The feed mill has proved a valuable addition, profitable to our organization and to 
our patrons as well. A feed mill is not only a valuable addition to an elevator, but 
is also very valuable to a town—it keeps the home trade at home. 


F. P. Cullen, Manager 


Keep your own plant busy every working day of the year by making YOUR OWN 
BRAND feeds and mashes The HUBBARD SUNSHINE Way. We provide HUB- 
BARD'S SUNSHINE CONCENTRATE, formulas for every animal on the farm, and 


complete laboratory, merchandising, and advertising assistance. Write for full 
information. 


HUBBARD SUNSHINE [way 


Milling Co. 


Hubbard 


EASTERN BRANCH 410 ELEVENTH STREET, AMBRIDGE, PA 
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stuckey’s unique 


method of 


Collecting 


is unusually successful 


OLLECTING accounts is one 

of the most important items in 

the operation of a successful 
business. No business can operate 
without money and sometimes un- 
usual methods have to be used to 
collect over-due accounts. A unique 
method of collecting is sometimes 
used by the Berne Equity Exchange 
Co., Berne, Ind., of which Victor 
Stuckey is manager. 

The Berne Equity Exchange trans- 
acted well over a half million dol- 
lars worth of business in 1941 and 
from present prospects 1942 will be 
even better. Berne is located in 
eastern Indiana, about 35 miles 
south of Fort Wayne and a half- 
million dollar business in a small 
town is a lot of business. The popu- 
lation is about 2,000, largely of 
Swiss descent. 

Mr. Stuckey attributes the amaz- 


ing success of his firm to three fac- 
tors: 

1—Service. The firm goes out 100 
per cent for service and a customer 
once secured usually remains a 
satisfied customer. 


2—Selling good, quality products. 
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The company sells only feeds of a 
long established reputation. 

3—A unique method of collecting 
accounts. 


The collecting method is perhaps 
one of the outstanding reasons why 
the firm has been so successful. 
While about 80 per cent of the sales 
are on a cash basis, the balance of 
about 20 per cent is usually sold on 
credit. Mr. Stuckey says that he has 
a number of good customers who 
occasionally need credit, and while 
this entails a little extra vigilance 
he feels it is well worth while. 


Mr. Stucky watches his accounts 
closely and as soon as one becomes 
delinquent he makes it a point to 
call on the customer and find out 
the reason. No matter how small 
or large the bill is, he always at- 


DELINQUENT accounts are 
seldom found on the books of 
the Berne Equity Exchange, 
Berne, Ind. Top photo is a 
view of the firm's main office 
and salesroom; the branch 
plant at Berne, which is under 
the same management but han- 
dles a different line of feeds, 
is shown below; and at the 
right is a view of the modern 
tile elevator and feed mill, 


VICTOR STUCKEY 


tempts to get some payment every 
month even if it is only a dollar or 
two. 

If there is no extra cash of any 
kind available he then tries to get 
something in trade. He will take 
machinery, potatoes, pigs, cows or 
any kind of livestock or produce. 
Because of his many friends in the 
territory he always knows where he 
can dispose of these items and turn 
them into cash. 


“Often the amount received is 
hardly worth the trouble,” said Mr. 
Stuckey, “but it does impress upon 
the farmer the importance of pay- 
ing his account and I have never 
called on a man who is honestly 
trying to pay his debts who couldn't 
find something around the place he 
was willing to give me on account. 
Usually it is only necessary to make 
one call of this nature for these 
visits are sometimes embarrassing 
and if there is any way he can do 
it, the customer will try to have 
some cash for me the following 


month.” 


Sometimes with an amicable 
agreement Mr. Stuckey will take a 
cow and let the farmer feed and 
milk it, taking the offspring as inter- 


(Continued on Page Seventy-six) 
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Milk has long been recognized 
as nature’s most complete and 
best balanced single food.---: 


Lacto-G is 100% Milk Solids 


All the principal solids of milk . .- proteins, complete assimilation of the nutrients in 


minerals, vitamins, and lactose .. . are feeds with which it is mixed. 
supplied by Lacto-© with all their vital nu- For over years feeds fortified 


trition values fully available. Lacto-G have helped poultrymen reduce 
The proteins and minerals are an excellent mortality from disease and malnutrition an 
source of essential feather-making materials helped them raise better hens that lai 
that are more than usually necessary during more and better eg95- 


The vitamins and lactose help to build 
health, and to speed the metabolic process. 
Proper metabolism conserves energy an 
assures the delivery of the correct nutri- 
tional factors to all parts of the body. 


Lacto-G increases the nutrition values of all 
feeds and helps to offset many deficiencies. 
lt helps, also, to promote easier and more A Product of 


For Dat WESTERN CONDENSING COMPANY 
a and 


Quotations write 


NATIONAL 


Be Sure 
it’s in 


Your Feed CALIFORNIA 
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WE CAN It is the usual thing to bemoan the fact that there is little we 

HELP can do to help win the war and, at the same time, we overlook 
the many little things we could be doing. We do sell feed to 

produce food and we do buy bonds but those are the obvious things. 


We believe that the feed industry should unite on some one objective and 
it is our suggestion that it be the collection of scrap metal from the farms of 
our customers. There is certainly more scrap metal on the farms than there 
is in the city and there is no industry with better facilities to get this scrap 
metal from the farm and to the furnaces from where it may be converted to 
the manufacture of guns, tanks, battleships and other implements of war. 


The petroleum industry has been doing a good job of collecting scrap rubber 
throughout the nation. The filling stations provided a place for us to take our 
old tires, garden hose, hot water bottles, etc. and through their own publicity 
campaign made us conscious of the war need for rubber scrap and, more 
than that, made it easy for us to deliver our rubber scrap to the government. 


Now, we propose that the feed industry make it easy for every farmer to 
contribute his scrap metal to the war effort. We suggest that every feed store 
be established as a scrap metal collection center and that every feed dealer 
advertise by word of mouth, by mail and in the newspapers that he is prepared 
to pay full market price for all scrap metal brought to his store. 


The commercial mixed feed manufacturers may also cooperate in this cam- 
paign. In their radio, farm paper and direct mail advertising they could urge 
the farmers to take their scrap metal to the feed store. Such cooperation would 
provide the campaign with necessary impetus and give it national significance. 


For our part, if there is any demand, we will be glad to prepare and supply 
feed dealers with suggested newspaper articles and advertisements with which 
to start the scrap metal collection campaign in their communities. Write us, 
if you wish this service. There will be no charge. 


And, before the end of the year, let every feed store ship a car of scrap 
metal to help win the war. It is one special way in which we of the feed 
industry can help. 
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BOUT five years ago, the firm 

of J. C. Hochstettler & Son 

started in the feed and farm 
supply business in Wharton, Ohio. 
This is a small town of about 400 
population in a level farming dis- 
trict of the north-central part of the 
state. They secured a good up-town 
location with railroad facilities and 
set to work selling folks on the wis- 
dom of using quality, branded com- 
mercial feeds. 


“We started and have continued 
to operate on the principle of 100 
per cent cooperation for the good 
of the town and our trade territory,” 
declared Mr. Hochstettler recently. 
“It is our constant endeavor to co- 
operate fully with our commercial 
feed manufacturers, of course. We 
go farther—being willing to join 
hands with the other business men 
in town in the promotion of any 
good civic cause. We are fortunate 
in having a fine county agent who 
is fair-minded and well liked by 
all. Our high school has a full-time 
agricultural teacher and a live 
chapter of the Future Farmers of 
America. We assist these boys in 
any way we can, any time we 


can. 


Mr. Hochstettler mentioned two 
ways among many that a retail 
feed dealer can cooperate effective- 
ly with the feed manufacturer. One 
is in trying to place every piece of 
advertising where it will do the 
most good. The other is in the pro- 
motion of farmers’ meetings with 
the feed manufacturer's movie film 
as the chief attraction. He said: 


“In the case of the educational 
meetings, we were able to get out 
a good attendance and after it was 
all over we were convinced that 
our business was stimulated by the 
movie. It is our opinion that, prop- 
erly pushed and advertised, this is 
one way to advertise commercial 
feeds which no retailer should over- 
look.” 

The Hochstettlers sell two differ- 
ent brands of commercial feeds — 
about 120 tons annually, and do a 
very excellent job of custom.milling. 
They do a lot of grinding and mix- 


helps hochstettlers build 
successful feed business 


ing on a custom basis and, in addi- 
tion, mix feeds of their own which 
have found a ready acceptance 
among the farmers, dairymen, and 
poultrymen of Wyandot county. 
Day after day, four employees and 


LIVE display is another im- 
portant merchandising practice 
carried on at the Hochstettler 
feed mill. J. C. Hochstettler is 
shown above with a calf re- 
cently featured in a feeding 
demonstration. Pictured at the 
left is his son, who is also 
active in the business. 


the feed dealers themselves are 
kept busy. A full line of coal, fenc- 
ing, fertilizer, gasoline, and oil is 
handled and until government re- 
strictions interfered, they sold a lot 
of tires, too. 

“We started in with the idea of 
cooperation—and the idea of serv- 
ice, too,” continued Mr. Hochstett- 
ler. ‘We pictured ourselves as the 
customers and figured what we 
would want a dealer to sell—and 
we sold those commodities. This is 
not a feed dealer's paradise ut all 
and we need to meet all needs to 
make the cash register ring often 
enough. There are no big dairy or 
poultry plants nearby—just a lot of 
folks with small flocks of chickens 


or a few milk cows. However, we 
strive to take care of all, including 
the six duck farms, the two big turk- 
ey farms—and the folk who raise 
geese —in fact, we get ready to 
serve all and those who come to us 
get every attention.” 


The Hochstettlers advertise in co- 
operation with their feed manufac- 
turers in the local newspapers. 
They use their mimeograph to keep 
very close but inexpensive contact 
with the feeders of the territory— 
and this is certainly good advertis- 
ing. They make a real specialty of 
live display and as this is written, 
they have on demonstration some 
fine thrifty baby chicks, some tiny 
pigs, and a calf. They feel that 
nothing gives a feed business a 
more natural and appealing atmos- 
phere than properly managed live 
display. 

“Keep something on feed — ad- 
vertise the display—point it out— 
prove your arguments with it,” said 
Mr. Hochstettler. “It takes a little 
work to promote this feature and 
keep everything sanitary and un- 
objectionable but it will pay the 
dealer to do it. The same is true 
with a regularly scheduled feed 
sales route—we find it is work but 
profitable work.” 

When these folks started in 1937 
they suffered no illusions as to the 
nature of feed retailing. They recog- 
nized in advance that it was a job 
for hustlers. They knew it was a 
business with many angles, all of 
which had to be watched. They saw 
at the outset that there were oppor- 
tunities to grasp if the profits of op- 
eration were to be satisfactory. This 
cool realization of the disadvantag- 
es as well as the advantages of the 
enterprise has stabilized their acti- 
vities and has enabled them to be 
of greater service to their trade. 

“We make it a point to be friend- 
ly to all,” explained Mr. Hochstet- 


(Continued on Page Sixty-eight) 
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How are your summer sales of 


VITAMIN-FORTIFIED 


This year... your sales should be better than ever! 


This year, there are more chicks and growing pullets. And they 
need plenty of Vitamins A and D—to build strong, healthy 
bodies for the strain of heavy laying this fall. 

Your poultrymen know the necessity for year-round feeding of 
Vitamins A and D. Fortify your feeds with these vitamins— 
in guaranteed potency. 

For those who have sufficient Vitamin A in their feed formulas, 
Squibb offers D-SEC, a dry form of Vitamin D. D-SEC is as effi- 
cient as fish liver oils in providing chicks and growing pullets 
with their Vitamin D requirements for body building— for 
strong and healthy growth. 

Moreover, D-SEC costs you less per A.O.A.C. chick unit than 
fish liver oil. It is easy to handle, easy to mix—disperses evenly 
and easily and is unaffected by cold weather. D-SEC is offered 


EASTERN SALES AGENTS: 
ATKINS & DURBROW, Inc., 165 John Street, New York 
Branch Offices: 
Chicago Minneapolis Kansas City Omaha 
PACIFIC COAST SALES AGENT: 
CARL F. MILLER & CO., Inc. 
4217 Sixth Avenue South, Seattle, Washington 


Boston 
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in two different potencies: 450,000 and 900,000 A. O. A.C. 
chick units per lb. 


For both Vitamins A and D, choose EXADOL 


Squibb continues to offer EXADOL*—High Potency Vitamin 
A and D Oil. EXADOL gives excellent results every step of 
the way, helps chicks live, build bodies, grow. | 


EXADOL is guaranteed to contain 2,000 (or more) Vitamin A, 
U.S.P. XI units, and 400 (or more) Vitamin D, A.O.A.C. chick 
units, per gram. 
Write today for prices and full facts about D-SEC, EXADOL 
and SQUIBB FEEDING OIL. Address Department F-8-1, 
E. R. Squibb & Sons, Veterinary and Animal Feeding Products 
Division, 745 Fifth Avenue, New York City. 

%* A trademark of E. R. Squibb & Sons 
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Lem 


his feed store patrons 
in scrap metal drive 


T was another record day in 
sales for the Hickory Grove 
feed store. 

“Shucks,” muttered Lem Jones as 
he checked the bulging stack of 
orders. “Selling feeds isn’t a job 
anymore. Farm prices are so good 
that customers just come in and buy 
and they'll take anything you offer. 

“But,” he warned turning to Mick- 
ey, the office boy, “that’s no sign 
we're going to allow ourselves to 
go to seed around here. There are 
a lot of other jobs to be done be- 
sides selling feed.” 

Mickey returned the gaze of his 
boss. There was a knowing twinkle 
in his eye. 

“Seems like I'm too old to fight in 
this war and you're too young, 
Mickey,” he said. “Yes, I know I'm 
buying bonds and you're putting 
your quarters into stamps but that 
still isn’t enough. I wish I knew 


HICKORY GROVE FEED 


store] 


what we could do to slap those Japs 
right along with running this feed 
business.” 

Mickey stood speechless staring 
into space through the Hickory 


With this issue we are happy to wel- 
come back our old friend Lem Jones, pro- 
prietor of the Hickory Grove Feed Store. 
The Lem Jones series, conceived and 
written by Emil J. Blacky, former editor 
of The Feed Bag, made a big hit with 
our readers several years ago and in re- 
sponse to numerous requests it will 
henceforth appear as a regular feature 
in The Feed Bag. 


Grove feed store’s front window. 
A germ of an idea was taking form 
under his closely cropped hair, but 
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it was not yet sufficiently develop- 
ed to burst into excited words. 

“Well,” sighed Lem, “Let's call it 
a day and go home and think it 
over.” 

And locking up for the night, the 
office boy and his boss shuffled 
homeward in opposite directions— 
both thinking. 

When Lem Jones sauntered brisk- 
ly into his store next morning, he 
saw the usual line of customers 
getting supplies and waiting for 
their grist to be ground and reload- 
ed. Zeke, the new warehouse hand, 
had already worked up a good 
sweat. Zeke wasn't really new. He 
had retired from his job at the Hick- 
ory Grove feed store years ago, but 
willingly came back when Joe, the 
“inside works” of the mill, hung up 
his overalls and slipped into an 
army uniform. And Lem was mighty 
happy to have Zeke back with help 
as scarce as Jap honor. 

Lem Jones waved a cheerful 
greeting to the customers as he 
swung into the office doorway. He 
had no sooner crossed the threshold 
when Mickey came dashing toward 
him, waving a tornout page from a 
newspaper. 

“Boss,” he shouted with such 
vigor that Spot, the warehouse cat, 
did a frightened beeline for her re- 
fuge under the office safe. 

“Boss,” Mickey screamed again. 
“I got it. I know how we can slap 
the Jap and maybe do a good turn 
for our customers too.” 

Lem Jones was too interested in 
Mickey's idea to notice the book- 
keeper who insistently asked for in- 
formation on an order placed by a 
farmer the day before. 

“All right, what is it?’’ Lem asked, 
dropping tensely into his chair. 

“Look,”” Mickey bubbled. 
an article that says Uncle Sam 
needs 65,000,000 tons of scrap iron 
to keep on making tanks, ships and 
guns as fast as he’s makin’ ‘em 


(Continued on Page Seventy-eight) 
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SOME SUBSTITUTES MAY BE NEEDED 


... but there is no need to substitute 
for essential Milk Nutrients in your Poultry Feeds 


Remember two things when you are asked 
to consider substitutes for important milk 
values in your poultry feeds. 

One—there is no known substitute for milk 
that will provide the same essential blend 
and combination of water soluble vitamins 


THE 


IT’S BORDENS, 
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present in milk. 

Two—there is no need to consider substi- 
tution. Borden’s Flaydry Poultry Feed Sup- 
plement, regular or with Vitamin D, provides 
all the necessary nutrients of milk for poul- 
try feeding. 


Flaydry—regular or with Vitamin D 
Flaydry-D is Flaydry combined with fortified, natural 


fish liver oils—available in various levels of Vitamin 


D, A.O.A.C. tested and guaranteed. 


Write, wire or phone for all the facts. 
BORDEN COMPANY 


SPECIAL PRODUCTS DIVISION * 350 MADISON AVENUE © NEW YORK 


it’s GOT TO BE GOOD 


— 
\ > % < i : 
Trade Mark gegistered pat. Off 
e15e 


FIGURES VITAL YOU 


The total quantities of eggs and chickens needed by Uncle Sam in 


42 run into fancy figures, and poultrymen in every corner of 
America must keep on their toes if the goal is to be realized. Fore- 
men on factory production lines aren’t the only ones with headaches; 
you have one now. 50,000,000,000 eggs, 680,000,000 chickens. 
These are breathtaking figures and they’re vital to you, because 


yours is the problem of supplying the feed to do the job. 


Many mixers and larger feeders who do their own mixing have 
drafted Produlac Dried to help with their part of the program. 
Its content of Riboflavin, Vitamins B1, A, E, yeast and lactic acid 
attracted them; its performance in poultry mashes sold them. And, 
here are vital facts: Statements from independent sources that 
Produlac Dried can replace up to 100% of the dried skimmilk in 
poultry mashes, confirmed their opinion that here was no mere 


“just-as-good” but a tested ingredient which could take its place 


with the best of them. 


Why don’t you get acquainted with Produlac Dried? Mix it soon. 
See if your customers don’t agree that it makes their job easier. 


Remember those 50,000,000,000 eggs! 


DOES NOT CAKE NOR HARDEN 


FEED DEALERS: Write today for a 
supply of Produlac Dried folders which 
tell the complete story of this remark- 
able ingredient, explain methods of mix- 
ing, etc. 


RI 


a product of. 
Distillers Products Corporation 
_ Grain Products Division * 120 Broadway, New York 


Rains 


PRODULAC 


Cancel 1942 Cornell 


Nutrition Conference 


The 1942 Cornell Nutrition Conference 
for feed manufacturers, conducted annual- 
ly in cooperation with the American Feed 
Manufacturers’ association, has been can- 
celled according to information released 
by Professor L. A. Maynard, chairman of 
the 1942 conference committee. This con- 
ference was originally scheduled for Octo- 
ber 15-17, 1942. Mr. Maynard said the de- 
cision to cancel the conference was reach- 
ed after consultation with C. E. Lee, the 
chairman of the nutrition committee of the 
American Feed Manufacturers’ association. 

The cancellation of the conference com- 
plies with the request of Joseph B. East- 
man, director of defense transportation, 
that all meetings not closely related to the 
war effort be deferred for the duration, ac- 
cording to Mr. Maynard, who added that 
the decision of the committee was also 
influenced by the fact that the housing 
situation at Ithaca, N. Y. is becoming in- 
creasingly difficult. 

Although a special one-day conference 
for New York state feed merchants on feed 
supplies for dairy and poultry rations is 
scheduled to be held at Cornell university, 
September 23, this is not designed to take 
the place of the regular nutrition confer- 
ence for feed manufacturers. 


@ GILTNER SEED & FEED CO., building 
Eminence, Ky., was almost destroyed by 
fire last month. R. M. Giltner, one of the 
owners, estimated damage at $18,000. 
@ JAMES R. DOUGLAS, Dana, Ind., has 
purchased a feed store at Attica, Ind. 
@ MANNING & MANNING, Jerseyville, IIl., 
have purchased the E. C. Baker feed store 
at Hardin, 
@ LEONARD W. CONDON, vice president 
of Condon Bros., Rockford, Ill., was elected 
vice president of the junior seedsmen 
branch at the annual meeting of the Amer- 
ican Seed Trade association recently held 
in New York City. 
@ RALPH MONROE, Sullivan, Ind., has 
opened a new feed business in a building 
near the Kerlin hotel. The business will be 
operated under the name of Monroe's 
Highway Feed Service. New machinery 
and equipment has been installed to pro- 
vide complete grinding and mixing service. 
LABOR SAVING IDEA 

John MacInnis, Sault Ste. Marie, Mich., 
operator of the MacInnis Elevator & Feed 
store which was badly damaged by fire 
recently, hit upon a novel plan for assist- 
ance in cleaning up the fire debris by in- 
serting the following ad in a local news- 
paper. “FREE KINDLING—Bring your trail- 
er and your axe and chop a load for your- 
self from our old building—free for the 
chopping and hauling.” Needless to say in 
a short while the rubbish was well cleaned 
up. In the meantime Mr. MacInnis is oper- 
ating his feed business in a vacant build- 
ing nearby while construction of a new 
feed plant is underway at the old location. 


THE FEED BAG — August, 1942 


ri 
a 
— & @— — — 
| 
mE 


CCORDING to William I. Roe, 
Limerick, N. Y., his customer 
service plan of merchandising 
has increased his volume more than 


600 per cent during the last six 
years. 


Mr. Roe’s program is based on 
a study of the peculiarities of his 
territory and practical methods of 
meeting them. He works with the 
Farm Bureau and the Grange and 
carries on extensive experimental 
work of his own, with the assistance 
of his customers, in a continuing 
effort to give them the feed best 
suited to the territory, the season, 
and their own particular needs. His 
object is to help his customers de- 
termine what rations to use at vari- 
ous times to get the greatest pro- 
duction at the lowest proportionate 
cost. 


Another part of his service, and 
one equally important, is the study 
of the care of livestock and poultry 
and the prevention and cure of dis- 
eases. Mr. Roe has taken a special 
interest in turkeys and has made an 
extensive study of them over a pe- 
riod of years. He is credited with 
doing more than any other one per- 
son in his section to promote the 
turkey industry in northern New 
York. He has developed a special 
mash along with a plan for care 
and feeding. The normal growing 
time for turkeys raised according to 
this plan and fed with his turkey 
mash is 24 to 26 weeks from poult 
to market. 

Two years ago this territory suf- 
fered an epidemic of hexamitiasis 
with accompanying tragic losses. 
The losses in flocks cared for ac- 
cording to the Roe method were 
practically nil. As a result of his 
efforts in assisting turkey growers 
at that time he now furnishes the 
feed for more than one third of all 
turkeys raised in Jefferson county. 

The keynote in all Roe advertis- 
ing is customer service. Mr. Roe 
gets out a news bulletin at regular 
intervals for all customers. This bul- 
letin gives advice on various mar- 
ket conditions, precautions to .be 
taken against prevalent stock and 
poultry diseases, results of feeding 
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plan increases feed sales 
more than 600 per cent 


WILLIAM I. ROE 


experiments, and much other infor- 
mation of interest to the customers. 
It also carries a classified adver- 
tising section where customers may 
list without charge any stock or 
equipment which they have for sale 
or exchange. 


The local radio stations are also 
used extensively for advertising. 
Station announcements are pointed 
to particular and seasonal condi- 
tions with emphasis on Roe services 
available to meet these conditions. 
Newspaper advertising is used peri- 
odically to meet seasonal require- 
ments. 


In addition to these activities, 
once a year Mr. Roe holds a big 
formers’ meeting for all of his cus- 
tomers. He also assists with special 
Grange and Farm Bureau meetings 
for dairymen and often holds poul- 
try meetings of his own. 


BUSINESS is booming at the 
Roe feed store largely due to 
this dealer's customer service 
plan of merchandising. Upper 
photo shows an exterior view 
of the feed plant, while below 
several employes are shown 
bagging up a batch of Mr. 
Roe's own brand of feed. 


The territory served covers a 
wide area and keeps two trucks 
hustling full time to keep up with 
deliveries. The territory is divided 
into six parts and deliveries are 
made once a week to each division. 
During the past few months all spe- 
cial deliveries have been curtailed 
to the minimum and every effort is 
being made to cut down unneces- 
sary mileage. A. L. Rienhart, Mr. 
Roe’s salesman, is setting the ex- 
ample by covering most of his route 
with the delivery trucks. He reports 
that the farmers are cooperating by 
placing their orders well in ad- 
vance of delivery dates and many 
are doubling their usual quota in 
order to aid the feed man in reduc- 
ing mileage. 

Over 50 per cent of Mr. Roe’s 
business is on a cash basis. Cash 
business is encouraged by making 
a slight charge for credit. All credit 
is normally kept on a 30 day basis. 
Mr. Roe experienced no particular 
difficulty in setting up this system. 
He says, “The credit situation is 
pretty important because when a 


(Continued on Page Seventy-three) 
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DISTRIBUTORS FOR 


E. R. Squibb & Sons 


EXADOL 
3,000 or more Vitamin A and 
400 or ‘more Vitamin D units 


D-SEC 
Vitamin D in dry, powder form. 


“Vitamin D units per Ib. 
 VioBin Corporation. 
REX WHEAT GERM OIL 


. & cold processed, extracted 
oil, rich in Vitamin E 


Pabst Brewing Co. 


Contains 20,430 int'l units B', 

18,160 gammas Riboflavin and 

158,900 gammas Nicotinic Acid 

: 
California Packing Corp. 

REGULAR BIOTOL 

. Not less than 85 Vitamin D 
and 600 Vitamin A units 
- SUPER BIOTOL 


Not fess than 3,000 Vitamin 
A and 400 Vitamin D units 


VITAMIN A OIL 
25,000 U.S. P. Xi “A” units 
per gram 


900,000 or 450,000 A.O.A.C. - 


PABST'S BREWERS DRIED YEAST 


The NUTRITIONIST, too, 


serves Uncle Sam/ 


The nutritionist, too, works for National Defense. 


He does not wear the uniform of the Army, Navy or Marine Corps—yet 
today he is very much in the service of Uncle Sam. His job of helping the 
American farmer produce more eggs, more meat and more milk is ex- 
tremely important to National Defense. 


With a premium on farm production, the nutritionist appreciates today 
more than ever the importance of quality ingredients in making feeds 
productive. He knows that it takes quality to produce quantity. 


Today more and more feed manufacturers are depending on Atkins & 
Durbrow for their vitamin oil requirements. In representing such well- 
known, reputable firms as California Packing Corporation, Pabst Brewing 
Company, E. R. Squibb & Sons, and VioBin Corporation, Atkins & Durbrow 
is prepared to serve your needs and assure you unquestioned quality. 


Make Atkins & Durbrow—the House of Vitamins—your “headquarters” 
for vitamin products. Our sales representatives operate from 12 centrally 
located cities. We have warehouse stocks in 11 cities. We are prepared to 
render you efficient, thorough service—to safeguard your reputation for 
quality. 

See the Atkins & Durbrow representative when he calls. Hear his story. 


You will find him the type of man you like to do business with—a true 
representative of a quality house. 


HEADQUARTERS FOR 
QUALITY VITAMIN PRODUCTS 


ATKINS & DURBROW, 


(Proprietors of The OK Company) 


165 JOHN STREET, NEW YORK, N.Y. 


CHICAGO BOSTON DETROIT 
MINNEAPOLIS OMAHA KANSAS CITY 
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HEN experimental re- 
search concerning the feed 
industry is the topic of dis- 
cussion, invariably the name of 
Cornell university is up among the 
leaders. Here in Ithaca, N. Y., by 
the waters of beautiful Cayuga 
lake, many of the major advances 
in nutritional science in the feed in- 
dustry have been developed. 
Cornell has one of the leading 
colleges of agriculture in the nation 
and boasts a school of nutrition 
which has already taken its place 
among the top schools of its kind. 
A great deal of the credit for: the 
work done on nutrition at Cornell 
is due to the able direction of Dr. 
Leo C. Norris, secretary of the 
school of nutrition and known far 
and wide throughout the feed trade. 
Dr. Norris has specialized as a pro- 
fessor of poultry nutrition. 


If you talk to Dr. Norris about the 
work at Cornell he refuses to take 
any of the credit for the outstanding 
research accomplished. Instead, he 
will point to the efforts of those as- 
sociated with him and tell you that 
they are the ones who are respon- 
sible for the school’s accomplish- 
ments. 


However, a review of the experi- 
mental literature published at Cor- 
nell will plainly show that Dr. Nor- 
ris has had a hand in practically all 
of the accomplishments and those 
in the feed industry have greatly 
benefited the contributions of this 
noted research worker. 


The college of agriculture at Cor- 
nell attracts a large number of stu- 
dents every year. For example, in 
the academic year 1941-42 there 
were 1825 students. This total was 
made up of 1214 undergraduate 
students, 54 special adults, 190 two- 
year special students and 367 grad- 
uate students. 

Dr. Norris himself is easy to talk 
to, pleasantly courteous and will 
give generously of his time to show 
you just what Cornell is daing. As 
we learn more of his background 
we can see why he chose agricul- 
ture as his field. 


Dr. Norris was born on a farm in 
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helps keep cornell among 
leaders in feed research 


by ELDON ROESLER 


Allegany county in southwestern 
New York state. After preliminary 
education he was graduated from 
high school in Hornell, N. Y., 13 
miles from home. 

He entered Alfred university, 
which is also located in Allegany 


RANKED among the leading 
nutrition experts in the United 


States is Dr. L. C. Norris, 
above, shown seated at the 
desk in his office at Cornell 
university. This is the second 
of a series of articles on men 
of research in the feed indus- 
try. Watch for more of these 
stories in future issues of The 
Feed Bag. 


county. After one year at this insti- 
tution, Dr. Norris who had heard 
much of the fine agricultural school 
at Cornell, transferred to this insti- 
tution and received his B.S. degree 
in February, 1920. 


Originally Dr. Norris entered Cor- 
nell with the idea of following 
teaching as a profession. But in his 
senior year he developed an inter- 
est in nutrition which he stills holds 
today. As a result, upon gradua- 
tion Dr. Norris decided that he 


would like to continue his studies 
in nutrition and attempted to obtain 
a fellow-ship in that field so that he 
could study for his doctor’s degree. 

Here is where an interesting side- 
light in his career developed. A 
turn of fate one way or the other 
and Dr. Norris might today be asso- 
ciated with the University of Iowa 
or Pennsylvania State college. With 
his B.S. degree on the records, Dr. 
Norris made applications for an as- 
sistant-ship job at both above 
schools. 

Both schools turned down his ap- 
plication. Then one day a fraternity 
brother at Cornell came in with the 
good news that Dr. Savage of Cor- 
nell had an opening. Dr. Norris ap- 
plied and was accepted. In 1924 
he received his doctor's degree at 
Cornell. 

In all, Dr. Norris has been with 
Cornell since 1920. He served as 
an assistant one-half year, then as 
an instructor until 1924 when he ob- 
tained his doctor’s degree. There- 
after he became an assistant pro- 
fessor and finally a full professor. 

Research work does not occupy 
the entire attention of Dr. Norris, 
who is unmarried. Like most per- 
sons he has interesting hobbies. 
One of these is maintaining riding 
horses. One of his best horses is an 
accomplished jumper and holds 
about 30 ribbons won at eastern 
horse shows. Dr. Norris rides his 
horse only in the riding classes and 
leaves the jumping events to an- 
other rider. He also owns a colt 
who is a great grandson of Man of 
War, the famous race horse. An- 
other hobby, just recently develop- 
ed, is golf. 

The history of the college of agri- 
culture at Cornell dates back al- 
most to the Civil war. The main de- 
velopment of the school, however, 
has been since 1906. The newest 
innovation, claimed to be the first 
of its kind in the world, is a school 
of human nutrition organized last 
June. This school combines all the 
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elements of nutritional study and is prov- 
ing very popular. 

So far as feed research goes Dr. Norris 
and his associates at Cornell point with 
pride to the fact that they pioneered in at 
least three important fields of experiment. 

Cornell is proud of the fact that chick 
paralysis of nutritive origin was discovered 
by its research workers; the first work on 
pantothenic acid had its inception at Cor- 
nell; here too the first work on manganese 
was announced. 


According to Dr. Norris all experimental 
work at Cornell follows a definite pattern. 
Once a fundamental discovery is announc- 
ed, an attempt is always made to carry 
the work out for a practical application for 
feed manufacturers. 


To explain this procedure we can review 
the work of Dr. Norris and his associates 
on manganese. In an experiment publish- 
ed in 1937, Dr. Norris working with H. S. 
Wilgus, Jr., Herbert Sedgwick and Gustave 
Heuser, determined the role of manganese 
and other trace elements in the prevention 
of perosis in chickens. From this experi- 
ment these investigators concluded the 
following: 


(1)—The presence in the diet of man- 
ganese and certain other trace elements 
has been found essential for the preven- 
tion of the deformity of the tribiae and 
metatarsi of chicks, known as perosis. Indi- 
cations were also obtained that these ele- 
ments exercised a favorable influence on 
growth. 


(2)—The addition of 0.0025 to 0.015 per 
cent of manganese to a diet containing 
0.0010 per cent of this element was suffi- 
cient to almost entirely prevent perosis. 


(3)—Zinc and aluminum possessed a 
similar property but were somewhat less 
effective. 


(4)—A mixture of manganese, aluminum 
and iron was entirely preventitive in the 
presence of limited amounts of calcium 
and phosphorus. 


(5)—The perosis-preventing property of 
certain cereal products was related to their 
content of manganese. 


Once these conclusions were established 
Dr. Norris, working with Willis D. Gallup 
went on with two more experiments de- 
signed to determine the value of mangan- 
ese in a diet. One dealt with the assimila- 
tion and storage of manganese in the de- 
veloping embryo and growing chick and 
the other dealt with the effect of a defi- 
ciency of manganese in the diet of the hen. 
The first proved that the embryo and the 
chick used manganese in the function of 
the liver and stored it in that organ, and 
some storage also occurred in the kidneys. 

The second experiment proved the fol- 
lowing: 

(1)—A deficiency in manganese in the 
diet resulted in low egg production and 
high mortality of embryos. Fertility was 
slightly decreased. 


(2)—Chicks hatched from eggs of low 
manganese content and having low initial 
manganese reserves were no more suscep- 
tible to perosis than those hatched from 
eggs of high manganese content. The pre- 
vention of perosis during early growth of 
chicks appeared to be more dependent 


upon manganese intake than upon the 
total manganese reserves at the time of 
hatching. 

(3)—The minimum manganese require- 
ment of the developing embryo was found 
to be about 0.005 mg., this amount repre- 
senting 70 per cent of the total amount of 
manganese in the egg. 


Later another experiment by Dr. Norris, 
C. D. Caskey and W. D. Gallup, proved 
the need for manganese in the bone de- 
velopment of the chick. Now for the prac- 
tical application, Dr. Norris and Mr. Gallup 
conducted an experiment to show feed 
manufacturers how much manganese 
should be included in their feeds. This ex- 
periment not only showed generally how 
much manganese was needed but also 
determined how much was necessary in 
feeding the various breeds of chickens. 


This outline of the work in Manganese 
may seem too long but it was cited only 
to show how Dr. Norris and his Cornell 
staff operate. If you were to review their 
work on riboflavin, for instance, you would 
find the same pattern. 


Cornell workers have made a conscious 
effort to go farther than announcing new 
discoveries. Once research has uncovered 
something new in nutrition the next step 
has always been to determine in which 
feedstuffs it is present and how much is 
needed in feed manufacturing formulas. 
This type of research has proven exceed- 
ingly helpful to the feed industry. It is the 
type of research which makes nutritional 


Calendar 


of coming events 


Northeastern Poultry Producers 
Council, Hotel New Yorker, New 
Aug. 26-28 


Conference for New York State 
Feed Merchants, Cornell Uni- 
versity, Ithaca, N. Y....Sept. 23 


Missouri Grain, Feed & Millers 
Association, Elms Hotel, Excel- 
sior Springs, Mo. ... Oct. 12-13 


Grain & Feed Dealers National 
Association, Elms Hotel, Excel- 
sior Springs, Mo. ...Oct. 12-13 


National Feed Week. ..Oct. 19-24 


Northwest Retail Feed Associa- 
tion, Hotel Nicollet, Minneap- 
olis; Minn: ..........2 Jan. 11-12 


Wisconsin Farm & Home Week, 
University of Wisconsin, Madi- 


Illinois Farmers Grain Dealers 
Association, Pere Marquette 
Hotel, Peoria, Ill. ..... Feb. 2-3 


Central Retail Feed Association, 
Hotel Schroeder, Milwaukee, 
June 7-8 


experimentation pay dividends for the feed 
industry. 

Dr. Norris is not only active at Cornell 
but also holds membership in a number of 
scientific societies. These include, Ameri- 
can Association for the Advancement of 
Science, American Chemical Society, Amer- 
ican Society Biological Chemistry, Ameri- 
can Institute of Nutrition, American Dairy 
Science association, Poultry Science asso- 
ciation and the Society for Experimental 
Biology and Medicine. He is a member of 
Phi Kappa Phi and Sigma Xi—both honor- 
ary societies. 

In 1938, Dr. Norris’ fine work in the feed 
industry received recognition when he was 
given the Borden award which is present- 
ed through the Poultry Science association 
in recognition of outstanding work over a 
period of at least seven years. 

Dr. Norris not only has a broad knowl- 
edge of nutrition but also numbers among 
his students who studied at one time for 
doctor’s degrees, many well-known re- 
search men. The following are former stu- 
dents under Dr. Norris: 

Dr. H. J. Sloan, head of the poultry de- 
partment, University of Minnesota; Dr. H. 
S. Wilgus, head of poultry department, 
Colorado State college; Dr. Victor Heiman, 
technical director, Kasco Mills, Inc., Wav- 
erly, N. Y.; Dr. A. T. Ringrose, assistant 
professor of poultry husbandry, University 
of Kentucky; Dr. R. C. Ringross, associate 
professor, poultry division of experiment 
station, Clemson college; Dr. H. J. Davis, 
assistant professor of poultry husbandry, 
Louisiana State university; Dr. Royal Sulli- 
van, research laboratory, Kraft-Phenix 
Cheese Corp., Chicago; Dr. W. D. Gallup, 
associate professor of biochemistry, Okla- 
homa A. & M. college; Dr. Charles D. Cas- 
key, head, Southern States Laboratories, 
Baltimore, Md.; Dr. J. C. Bauernfeind, re- 
search department, Hiram Walker & Sons, 
Inc., Peoria, Ill.; and Dr. A. E. Schumacher, 
assistant professor of poultry husbandry, 
Kansas State college. 

That is an impressive list of graduates. 
But it is only a beginning—you can be 
sure Dr. Norris will help send more and 
more qualified research men into the field. 
And after touring the school of nutrition at 
Cornell we can guarantee that the feed 
industry will continue to appreciate Cor- 
nell research. 


@ MARION NICKOLISEN, Rodney, Iowa, 
has purchased the Swanson Grain Co. ele- 
vator. The business will be operated in 
the future as the Rodney Elevator Co. 
oo 
@ RAYMOND KAISER, Edon, Ohio, has 
been named manager of the Weiker Grain 
Co. at Van Wert to succeed Doyt Stemen 
who recently enlisted in the army. 

@ C. H. STEARNS & SON CO., feed mill 
and warehouse, Johnson, Vt., was totally 
destroyed by fire June 28. 

@ PERC S. BROWN, National Oil Products 
Co., Harrison, N. J., has been named a 
member of the informal advisory committee 
for the vitamin A industry recently ap- 
pointed by Price Administrator Leon Hen- 
derson to confer with OPA regarding pric- 
ing and distribution problems. 
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Science Has Made Vitamin D 


Rationing Unnecessary 


Were it not for the discovery of a synthetic source of chick- 
effective vitamin D, we would probably have another rationed 
product in addition to sugar, gasoline, rubber, etc. 


Fortunately, several years ago, science learned that it was pos- 
sible to activate cholesterol derived from domestic materials and 
obtain a new source of chick-effective vitamin D. This product 
has several technical names but the most common is D-activated 
animal sterol. Its effectiveness has been thoroughly proved by 
tests conducted at agricultural colleges and experiment stations 
and by its continuous use in the feeds of numerous manufacturers 
over a period of many months. 


CLO-TRATE “Dry D” is D-activated animal sterol in a carrier 
of special wheat flour. In this powdered form, it mixes readily 
with other feed ingredients and is economical to use. Its vitamin 
potency is dependably stable and uniform. 


Write for full particulars 


CLO-TRATE 
“Dry D” 


Activated Animal Sterol 
(vitamin D) in Edible Powder 


Recommended for feed manufacturers 
who prefer a dry form of chick-tested 
vitamin D. It is convenient and eco- 
nomical to use, either as the sole source 
of vitamin D in the ration, or to sup- 
plement vitamin A and D oils to com- 
ply with Order L-40. 


Guaranteed to contain not less than 
2000 A.O. A.C. chick units of vita- 
min D per gram. Every batch is tested 
before shipment on chicks by the 
A. O. A. C. method. 


* WHITE LABORATORIES, INC. * 


Manufacturers of Dependable Vitamin Products 


NEWARK 
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For your convenience and in cooperation with the 
Government policy for disposal of surplus wheat, 


we have purchased the mill, elevator, warehouses, 

and feed plant of the Jameson Hevener Company VICTO RY 
which we are operating as the Victory Mills. FEE DS 


Located at a strategic point 63 East Chicago 
Street...easily accessible to livestock haulers 
for required return loads. 


For fast handling our bulk loading facilities 
are at your disposal. 


We carry a complete line of whole ground 
wheat and other ground grains. 


We are also offering Government Commodity Credit 
Corporation whole wheat and bulk grains, in car 
loads or mixed cars, all of which are subject to mar- 
ket change and our confirmation. 


© Use this Feed and Buy WAR BONDS with the - VINGS 


ELLOGG MILLING 


operating VICTORY MILLS sr. 


CHICAGO STREET BETWEEN WABASHA AND ROBERT STREET 
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Selling Mail 


only a matter of applying 
scientific principles 


OU may raise hogs, oranges, 

potatoes, kangaroos. But no 

matter how well you raise 

them, there comes a time 
when you must sell them. That is 
the period, please note, when most 
farm problems occur. Of course, you 
wouldn't think so to read the bulle- 
tins. They offer ways and means to 
combat rust, ticks, coccidiosis, and 
what-not; but, for some obscure rea- 
son, the chapter on selling, in most 
cases, is so brief as to be totally 
absent. 

I graduated from an agricultural 
college. Since then I have inter- 
viewed several hundred agricultur- 
al college graduates. However, 
none of us ever took a course in this 
all-important “ultimate” which 
faces every farmer as his major 
problem. No! Selling is an unpopu- 
lar subject. It is, in fact, slighted, 
blighted, and misunderstood by 
most people who have anything to 
do with the farm. 

Take, for example, my father-in- 
law, John de Lancey, whose excel- 
lent farm was located near Elgin, 
Ill. He was a grand man, unusually 
good farmer, a hard-worker, and as 
able a manager as I ever met. But, 
as the years passed, his income 
grew less and less, compared to his 
expense, until discouragement set 
in, and he practically went out of 
business altogether. 

It wasn't crop failure or disease 
or extravagance or overhead that 
ruined him. It was lack of knowl- 
edge of how to sell. 

It was the same John de Lancey 
who illustrated to me many years 
ago a most common violation of 
basic farm selling. He did it un- 
consciously, of course, and it hap- 
pened like this: We were looking 
at a trim young Holstein bull calf 
outside his barn. It was an animal 
excellent in type, of outstanding 
quality, beautifully marked, well- 
grown. John was proud of it, and 
well he might have been for it came 
from one of the best cows of one of 
the best families he had ever 
owned. 

“What do you think it’s worth?” 
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he asked, after we had weighed all 
the evidence as to type and breed- 
ing. 

“I'd say about $500." Whereupon 
my father-in-law began to shake 
with that silent interior laughter so 
characteristic of him when he was 
heartily amused. 

“What's the matter?” I inquired. 
“Too little?” 

“Too little!’’ he chuckled. “Too 
little—I wish somebody would of- 


This timely article on the art of selling 
was written by Merton Moore, Albers 
Milling Co., Seattle, Wash., and is re- 
printed through courtesy of Printers Ink 
where it appeared under the title of Red 
Umbrella Selling. 


fer me half that amount.” And then 
he grew sober— 

“I expect he’s worth it at that,” 
he muttered more to himself than to 
me. “But folks in this neighborhood 
don't appreciate breeding. I'll be 
lucky to get $100 for him.” 

My father-in-law proved a good 
prophet. A little later, the bull sold 
for $75. 

In those days I was a county 
agent in Wisconsin. Had anyone 
suggested I was to make my living 
during the next twenty years sell- 
ing cattle, I would have branded 
him insane or, more likely, would 
have grown weak at the thought. 
I have always been a little afraid of 
people. Moreover, it was my belief 
that a salesman had to be fearless 
and tough. 

Selling was such an elusive and 
complicated procedure. Oh, no! It 
was not for me. 

As I recall, it was in 1918 that the 
state authorities at Madison, Wis- 
consin, asked the county agents to 
put on a pure-bred-bull campaign. 
I knew my county quite well, had 
an idea where good young bulls 
were available, where they were 
needed, and entered wholehearted- 
ly into the work. At the end of 1918, 
I discovered I had been at least 


partially responsible for moving, on 
an average, one pure-bred bull per 
day during the course of the cam- 
paign. 

Result? A commercial organiza- 
tion, with headquarters in Chicago, 
and dairy farms in Wisconsin and 
Washington, offered me a job. 

“You are to sell bulls from our 
farms, particularly from our Wash- 
ington farm,” they explained, when 
I went to see them in Chicago. 

“To sell bulls,” I stammered, “but 
how?” 

“That's your affair,” they told me. 
And before I knew it I was seated 
behind a glass-topped mahogany 
desk, wondering what it was all 
about. I hadn't the slightest idea 
how to begin. 

For a week I came to the office, 
dreading to arrive, praying that a 
miracle might save me. As the sec- 
ond week started, I made up my 
mind. I had an old friend Albert 
Klebesidl, up in Shawano county. 
I'd never picked a bull for him, but 
I had helped him sell seed corn and 
potatoes. I knew it was only a 
matter of days when I'd be fired. 
Before that happened I would do 
one good deed. I would take ad- 
vantage of my present situation to 
get Albert a good bull. 

At the Wisconsin farm was just 
the animal—a bull that had a brok- 
en tail. He was a disgrace, hidden 
away in a back shed, eaten by 
flies, stained with manure, long- 
haired and dejected. But breeding 
—he had it! His half-sister even 
then was promising to break all 
world's records for milk. 

Hastily I grabbed a sheet of 
paper and pencil and jotted down 
the details. I was afraid Albert 
wouldn't realize what a bargain 
this was; or that he would be too 
slow to act. 


Then my conscience smote me. 
What kind of fellow was I to draw 
my pay from a company and then 
work for a man outside, without re- 
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gard to company interests? I took what 
I had written to the boss. 

“Boy! Just the thing,” he said. “Good 
an advertisement as I've ever read. A little 
too long—but a clincher, just the same.” 

He called the advertising department, 
read the letter, and then yelled into the 
telephone. “Boy—how’s that? Let's get 
going,” and then, turning to me, “You're a 
good boy. Now scat!” 

My letter to Albert was published—not 
as a letter, but as an advertisement cut 
down to a fourth its original length. The 
first line of the letter became the caption: 
“Sometimes you can buy a really great 
bull cheap.” 

The advertisement brought fifty-five in- 
quiries. Five men wired us, and we could 
have sold the animal many times. Two 
weeks later the boss called me into his 
office again. 

“Know what we're going to do?” he de- 
manded. “We're going to break all the 
tails off that carload of bulls that just came 
in from the other farm and let you sell 
‘em.” 

And with the one idea in mind that I 
could tell folks what I thought about these 
cattle, I started writing letters. They were 
like my advertisements. My advertisements 
were like my letters. I loved cattle. I knew 
them pretty well from pedigrees and pic- 
tures. I realized the need for just such 
animals as these. If the company had no 


objection to my taking advantage of what 
I knew and tipping off my friends, that's 
what I'd do. 

I sold bulls to Wisconsin, to Illinois, to 
Michigan. Presently I sold one to a man 
in New York. I'd never seen him and he’d 
never seen me, yet he paid $1,500 for the 
animal. As time passed I sold bulls to 
South America, Japan, New Zealand, Afri- 
ca and Europe. But through it all I felt 
I had none of the qualities of a salesman. 
In fact, until I had sold over a million 
dollars’ worth of cattle, it did not occur to 
me that this was salesmanship. 

The tail-less bull could probably never 
have been sold to the folks in the neigh- 
borhood of the farm where John de Lancey 
resided. 

In the first place, there may have been 
no particular demand for a bull by anyone 
in that area at that time. But, spending a 
few dollars to take the message outside 
the neighborhood, uncovered 55 people 
who really wanted just such an animal. 
It's one thing to get your price among a 
few people who don't appreciate what 
you've got. It's quite another to get it from 
a group, all of whom want the animal 
badly. 

In the second place, whatever you have 
to sell, somebody, somewhere, needs it. 
It is up to you to dramatize its value. You 
don't have to overstate. In fact, this al- 
ways leads to trouble and disappointment. 


“Don't be such a hog—move over a little.” 


But you must point out, in no uncertain 
terms, the value that is there so the other 
fellow can see it. 

You must have a tell-tale picture for the 
buyer—either through a photograph or 
graphic words. Once you have that pic- 
ture, you must reach out beyond the few 
who live near you to the greater number 
beyond. There, waiting, is the man who 
wants what you have to sell. 

To make clear these vital points, let me 
cite a recent case which has to do with the 
selling of something quite apart from pro- 
ducts of the farm. 

A man, lame, and in his fifties, came 
into my office and expressed gratitude that 
I had let him in. He was looking for a job 
and had gone from one organization to an- 
other, trying to tell his story, until his cour- 
age and money were all but gone. 

I asked him if he realized that while he 
was talking to me (and I had no place for 
him), there were probably many employ- 
ers looking for just such a man. 

He was more than doubtful. And just to 
satisfy both of us that the principles I 
have been applying to selling all these 
years always work, I suggested we give 
them a trial. 

We jotted down the points about his 
education, his experience, his accomplish- 
ments. We listed those who had known 
his work and his value. Then we prepared 
a letter describing briefly the things he 
had done and could do. There was noth- 
ing clever or unusual about the letter. It 
merely told ways and means by which this 
man could be of value. He had this letter 
neatly typewritten on good, plain paper, 
and in it he requested an answer. He 
sent it to about 200 firms (most of which 
he had called on before), and waited 
results. 

Within a week he had 37 replies and 
five requests for an interview. Within a 
month he had a job lined up. Today he 
is head of a department in a thriving en- 
terprise. 

The first step in selling is to attract at- 
tention; but if this is done in an immodest, 
unethical way, it usually scares the cus- 
tomer away before the second step can be 
applied. Step two is to make the customer 
see quickly the value of the item you offer. 

To hypnotize a person into believing 
he wants something—only to have him 
discover later that he doesn’t want it, does 
not cover step two as we, on the farm, 
must take it. We have just one place of 
business. We can't pick up and move. 

As to step two, the best method of de- 
scribing value quickly is to appeal to the 
eye. When I was in county agent work I 
spent a good deal of time with potatoes. 
We used good seed and sprayed the vines 
well. Then when digging time came, we 
selected uniform, true-to-type potatoes and 
put large quantities on display. We were 
able to attract buyers willing to pay a 
premium for the potatoes we raised. We 
appealed to the eye. 

On this second point, however, I want 
again to return to cattle for a moment to 
indicate the importance of a good picture 
in selling. A cow with her ears back is 
just as good an animal as a cow with her 


(Continued on Page Sixty) 
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MIXES EASIER 


SILMO ALL/Es 


in the Battle for 


Greater Production 


x * 


SILMO'S complete battle line of Vitamin A and D prod- 
ucts constantly develops new salients of economy, con- 
venience and proven feeding results. And you can depend 
on SILMO for the utmost possible protection of your 
supply lines no matter what strains the emergency may 
produce. 


For advice on meetin g requirements of 
Limitations Order L-40 and for best possible service 
on all Vitamin A and D Oils, Fortified Oils, and 


VIT-D — dry mix products 
ASK 
SILMO SALES CORPORATION 


a division of SILMO CHEMICAL CORP. 
RAILROAD BLVD., VINELAND, N. J. 
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ROFIT with security is the goal 
towards which every feed deal- 
er works. All are entitled to 
that, on quality merchandise and 
efficient customer service. The Mar- 
tin & Bender feed store in down 
town Elkhart, Ind., has gone ahead 
making progress and money on a 


planned program of good merchan- | 


dising and steady improvements. 

This progressive feed store was 
organized by Talmadge Martin 
over 13 years ago. After operating 
it as an exclusive seed and feed 
store for three years he decided 


that the only one way to make the j 


business produce the maximum vol- 
ume of profitable sales was to put 


in modern equipment, do custom ' 


grinding and process his own 
brand of feed for local farmer and 
city trade. 


Profit 


on every feed sale is more 
important than big volume 


MARTIN « BENDER 


To decide was to act. Mr. Martin oe 


installed a Kelly Duplex mill and 
cracker, a Papac one-half ton mix- 
er, and a power corn sheller. As 
he is dealing more and more ex- 
tensively in seeds he is now plan- 
ning to put in a power seed cleaner 
as his next installation. “To sell 
more feed,” Mr. Martin explained, 
“you have to provide custom grind- 
ing service. It helps no end to sell 
hog, poultry and dairy feed,” he 
added. “In fact, we were just out of 
the running on volume feed sales 
before we installed our grinding 
equipment.” 

To help swell the volume of feed 
sales the firm distributes its own 
complete line of mixed feeds 
through local grocery stores. All 
orders within the city limits are de- 
livered in the company’s delivery 
truck to independent grocers. Stores 
out side of the city call for their 
own supplies for resale. 

“Feed dealers who realize the 
big volume of feed being sold out 
of chain grocery stores direct to 
farmers can quickly develop ad- 
vantageous outlets through local 
independent grocers,” said Mr. 
Martin. “Most grocers will jump at 
the chance if they can compete with 
the chains on an equitable basis.” 

In addition to all kinds of feeds, 


Martin & Bender feed store at 
Elkhart, Ind., are shown above 
with T, D. Martin, center. Note 
the large painted sign on the 
side of the building in the left 
hand photo which Mr. Martin 
says has paid for itself many 
times over. 


seeds are an important item at the 
Marin & Bender store. “These two 
go right together,’ Mr. Martin em- 
phasized. “Seeds carry a splendid 
margin of profit chiefly because 
they are so staple, in fact, stable 
too. A steady and certain demand 
for these products exists almost from 
January to mid-summer. We sell 
seeds in packages, nationally ad- 
vertised lines, and also in bulk.” 

“Add dog and cat food to this list 
of diversifed merchandise and you 
have a combination that is hard to 
beat,"’ Mr. Martin continued. Mil- 
lions of pounds are sold annually 
and the demand is steadily increas- 
ing due largely to extensive and 
intensive advertising campaigns by 
the manufacturers and partly to the 
real benefits and advantages of sci- 
entifically prepared pet foods. We 
sell nationally advertised brands, 
both in packages and in bulk, ac- 
cording to individual buying-feed- 
ing habits of our customers.” 

The Martin-Bender feed store is 


located at 116 W. Jackson street in 
Elkhart, almost in the down town 
shopping district. Here better park- 
ing facilities prevail even than on 
the main street. This location pro- 
vides both easy access and attracts 
large numbers of shoppers, city and 
rural alike. 

A large painted sign on one side 
of the feed store near the front end 
is visible to all west-bound traffic, 
motorists and pedestrians alike for 
several blocks. “This is the best 
permanent low-cost advertising we 
ever used,” Mr. Martin said. “It has 
sold thousands of dollars worth of 
feed and seed for us, yet it has 
never gone on a strike, never asked 
for a salary, and it works night and 
day.’ While this might be included 
in the advertising and sales promo- 
tion program, Mr. Martin puts it 
strictly in a class by itself, as the 
first cost is practically the only cost. 

There is nothing at all spectacu- 
lar about the firm's advertising pro- 
gram. They use both local news- 
papers, employing two-column dis- 
play advertisements once or twice 
a week for seasonable merchan- 
dise. They alternate this with three 
to four line classified ads when 


(Continued on Page Fifty-nine) 
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Dr. L. N. Gilmore 
Noted Authority 
on Nutrition 
writes :- 


"| recommend the use of hard, in- 


soluble grit. It is responsible for a 
finer pulverization of ‘raw' food 
particles in the gizzard which ulti- 
mately results in enhancing the effi- 
ciency of the digestive juices. 
Hard, insoluble grit does not inter- 
fere with the calcium-phosphor- 
ous ratio in the diet. This is of 
particular importance in the case 


of chicks and growing birds." 


GRANITE GRIT 


Every feed dealer can be a real help to his poultry feed customers by recom- 


ALL S/ZES=CHICK TO 
TURKEY ~ IN CLEAN 


SACKS~ FREE FROM 
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mending this famous grit. 


It has won renown because it is the grit used by America's Headline Poultry- 
men who win highest honors year after year in our National Egg Tests. In the 
1940-41 test two STONEMO-raised hens broke the world's record for 
egg production — the highest ever known. A STONEMO-fed pen of 13 
birds broke the World's Record for (heavy) pen production and other 
STONEMO-fed hens were the winners in many more of America's 17 Annual 


Egg Tests. 


STONEMO does such an outstanding job of raising more big, thrifty pullets, 
that make better use of all their feed and produce more egg profits, that you 
will be helping every customer, as well as yourself, when you sell them 


STONEMO Granite Grit. 
Why 


what we claim or refund the money. 


not give your customers a chance to make more poultry profits too? 
Sell em STONEMO Granite Grit. Remember we een that it will do 
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best way to solve 


Credit 


ELLING feed for cash is the 

best guarantee against busi- 

ness failure according to Har- 
ry Weinstein, co-partner in the Har- 
wein Feed & Fuel Co., Babylon, 
N.Y. Mr. Weinstein directs one of 
the most successful feed business 
on Long Island and his firm has 
three branches to serve the terri- 
tory. He has been in the feed busi- 
ness since 1921 and has handled all 
types of credit problems. 

He maintains that feed merchants 
should get cash whenever possible 
for there is not a large margin of 
profit allowed on feeds. One loss 
of reasonable amount is a big set 
back to any feed dealer whether he 
is just starting out in business or 
has been in the field for years. 

Most feed dealers do try to get 
cash whenever possible but there 
are times when it is imperative to 
give credit. It is these cases that 
Mr. Weinstein has handled during 
the past 20 years in business. 

Asked to give his views on credit, 
Mr. Weinstein replied, “I am a firm 
believer in common sense merchan- 
dising. This can be explained fur- 
ther by saying that a feed dealer 
himself should not buy more stock 
than he can pay for. This same ad- 
vice should be impressed on his 
customers. However, the dealer is 
able to control his own buying 
more than he is that of the custom- 
er. But, he can control the purchase 
of customers by watching the led- 
ger and also knowing the setup for 
the feed that he is delivering. If an 


is to sell for cash 


account begins to go higher than 
usual, it is the business of the mer- 
chant to visit the customer and find 
out the reason. This entire situation 
can be summed up in the phrase, 
‘Don't let your heart run away with 
your pocket book’.” 

Mr. Weinstein said that feed 
dealers should learn to distinguish 
between the man who wants to pay 
and can't and the man who can 
pay but won't. To bear out this 
statement he cited the case of a 
customer who had reported his 
monthly income as $125. He bought 
regularly and paid regularly. After 
some months the payments began 
to come in with varying regularity. 
When the customer was asked why 
he wasn’t keeping the payments up 
as agreed, he replied that he had 
additional expenses in his house- 
hold and couldn't live up to his 
agreement. When this situation was 
analyzed, it was found that the man 
had recently incurred a large debt 
for medical attention. A plan was 
worked out and the firm was paid 
in full after a time. 

“Another type of customer to 
watch out for is the one who puts 
the rush act on his feed orders.” 
stated Mr. Weinstein. “He needs the 
feed immediately but doesn't have 
the money. His next statement re- 
cites the large number of credit ac- 
counts that he has in a nearby city 
and that he can get credit any 
place. Sometimes the order he 
places is so inviting that many feed 
dealers will deliver it without first 
waiting for the account to clear 
through the proper credit investi- 


’ gating channels. The result is that 


usually the dealer finds himself 
with a worthless account on his 
hands. 


“The rush-act-type of customer 


| has no regard for expense. He 


wants the order delivered. Whether 
the prices charged by this merchant 
are in line with those of other firms 
is never questioned. This does not 


DON'T let your heart run away 
with your pocketbook is the ad- 
vice of Harry Weinstein, above, 
of the Harwein Feed & Fuel 
Co., Babylon, N. Y. An ex- 
terior view of the plant is 
shown at lower left. 


mean that every customer who 
comes into the store with a large 
order and asks for credit is of the 
non-paying variety for this and 
other credit rules do not always 
hold true. There are no cut-and- 
dried rules for credit. 

“The biggest mistake most feed 
dealers make is extending credit 
without first checking up on the 
customer's willingness and ability 
to pay. Even if you have known 
the party for a long time but have 
never had credit dealings with him 
before, it is safest to investigate his 
record first,’ said Mr. Weinstein. 

“If the customer is a stranger,” 
he concluded, “the only sensible 
thing to do is to ask for references. 
It is then a simple matter to find 
out how promptly he pays his bills 
with other merchants. It doesn’t 
take long to make a phone call and 
often this precaution will save. 
many dollars.” 

The best way to handle credit is 
to get cash, Mr. Weinstein con- 
tends. If credit must be given, do 
it cautiously and investigate the 
customers’ background carefully 
before okeying the account. Expe- 
rience is the best teacher as to 
whom credit should be given and 
sometimes experience costs money. 
Harry Weinstein has learned his 
credit lessons through experience 
but he’s paid for those lessons, too. 
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SALES TIP FOR FEED DEALERS: 


Your £9g Feed Customers Need 
Cartons, (oo! Sell Them 


CUSHIONED 


CARTON a 


* NESTED, READY TO FILL 
ELIMINATES BREAKAGE 
WONDERFUL DISPLAY 


THIS POPULAR CARTON BRINGS YOU EXTRA PROFITS PER CUSTOMER... 


Every Egg Feed buyer is a prospect for these _ tised ... are well-known and liked by your trade. 
attractive, sturdily-constructed cartons ...be- They are easy to sell to poultry raisers, roadside 
cause CARRY SAFE Cartons help them market stands, grocery stores, etc. Exclusive features 


eggs at better prices. provide a wonderful display of eggs . . . with 
Thus you make a bigger sale and more profit | _™aximum protection against breakage. 
per customer ... and pave the way to steady, Low in cost, the CARRY SAFE Egg Carton is 


profitable repeat business. a tried and proven money-maker for feed dealers. 
CARRY SAFE Egg Cartons are heavily adver- §_ Write us today for prices and FREE SAMPLES. 


SELF-LOCKING CARTON CO., FB-8-42 
511 E. Illinois St., Chicago, Ill. 
Gentlemen: 


Send at once prices and FREE SAMPLES of CARRY 
SAFE Egg Cartons. 


| 

| 

| 
SELF-LOCKING CARTON CO. 

| 

| 


Send for Free Samples and Prices Today! 


Telephone: SUPerior 3886 


Address 


S11 E.lllinois St. Chicago, Illinois 
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Out Slack 


O make a feed business grow 

and keep it growing, Herman 

W. Wurst, owner and oper- 
ator of the West Side Feed & Fuel 
Co., Erie, Penn., says the business 
must be kept operating at capacity 
the year round—there must be no 
“slack” seasons and rush seasons 
must be taken in their stride. The 
growth of this firm is ample evidence 
that the “capacity operation” prin- 
ciple has been applied with out- 
standing success. Mr. Wurst, who 
stepped from a farm wagon one 
day in 1924 to open his first small 
feed store in Erie, had already 
formed some very definite opinions 
as to how such a business should 
be conducted. For example, why 
shouldn't a feed store handle a line 
of hardware? Mr. Wurst found that 
hardware could be carried as a 
profitable line. The fuel problem 


was tackled in the same spirit— 
if it is profitable, other objections 
do not count. 


Ave 


[SIDE FEED @ | 


in feed business 


pays dividends for wurst 


When the West Side Feed & Fuel 
Co. began business 18 years ago 
it started with a simple grist mill 
and a stock of feed. Soon farm im- 
plements were added to the stock 
and shortly after, coal. Before add- 
ing the fuel business the proprietor 
consulted his customers; farmers 
were actually canvassed for their 
opinions. Arrangements were made 
whereby coal was delivered when 
hay and other farm products were 
picked up. Mr. Wurst also made 
“Till get it for you” his slogan. 
When he first installed feed mixers 
farmers were charged a small 
amount for mixing until the mixers 
were written off. Today feed mix- 
ing is offered as a free service. 


As each major line was added 
to the feed business it was pre- 
ceded by a study of farmer and 
suburban home-owner wants. 
When paint was stocked for the 
first time the owner had his market 
prepared well in advance. The 
West Side Feed & Fuel Co. keeps 
drilling its personnel in the idea 
that the farmer is the life of the 
feed business. In adhering to this 
theme it is logical that every art- 
icle carried in the store is directed 
at the farm trade. Although there 
are a number of “city-grown” em- 
ployees in the store they are 
trained to talk the farmer's lan- 
guage. The telephone girl is men- 
tally equipped to discuss the vir- 
tues of fertilizer with the farmer 
as easily as she can talk about 
paint qualities when confronted 
with questions on kitchen decora- 
tion asked by the farmer's wife. 


In discussing the motives for his 


THREE more views of this up- 
to-date feed plant show from 
top to bottom: ample parking 
space provided for feed store 
patrons; a close-up view of the 
spacious loading platform; and 
a customer at the self-serve 
gasoline pump in the good old 
days when there was no scar- 
city of motor fuel. 


EIGHTEEN years of progress 
is marked by these two photos 


above. The original site of 
the West Side Feed & Fuel 
Co. at Erie, Pa., is shown 
at the top, while below is a 
front view of the modern feed 
store as it appears today. 


capacity operation idea Mr. Wurst 
pointed out that he was impressed 
by the lost time consumed in the 
feed business when he first entered 
it. Customers did not come knock- 
ing on his doors for anything but 
feed. The city was growing in his 
direction and he decided to grow 
with it. In surveying the market 
for fuel he found that many people 
were willing to place orders in ad- 
vance if the fuel could be stored 
until needed. At the time the fuel 
was added it was common policy 
for local fuel dealers to request ad- 
vance payment for stored coal. Mr. 
Wurst built a 14,000 ton storage 
bin and held coal on request. To- 
day coal is his most profitable side- 
line and he doesn't hold an unpaid 
fuel bill. The coal storage system 
added numerous large customers, 
such as retail bakeries, who use 
large quantities of coke but lack 


(Continued on Page Fifty-four) 
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trade-mark has a new mean- 


made and merchandised by 


PILLSBURY FEED MILLS 


newly established 


DIVISION 
Pillsbury Flour Mills Company 


@ The founding of the Pillsbury Feed Mills divi- 
sion of the Pillsbury Flour Mills Company marks 
more than a milestone in the company’s seventy- 
three years of milling history. 

It marks the establishment of an organization 
of trained men, supported by Pillsbury’s control 
laboratory and research facilities, whose sole 
duty it is to introduce a streamlined, war-time 
nutrition feeding program to the trade, and mer- 
chandise it in the rich farm markets of today. 

Further, to stimulate sales, the full line of 
concentrates and straight feeds now being made 
by Pillsbury, in strategically located mills, will 


be sold under the name known to three genera- 
tions as a trade-mark of quality on food prod- 
ucts—PILLSBURY’S BEST. 


Get Facts About Protected Dealerships and Locai 
Mixing Franchise—Write, or wire or phone collect to- 
day, for details of Pillsbury’s new Franchises and Feeding 
Programs. Learn the advantages of a protected dealership. 


Pillsbury Feed Mills 


DIVISION 
Pillsbury Flour Mills Company 


HEADQUARTERS: CLINTON, IOWA ¢ FEED MILLS IN SEVEN OTHER CITIES 
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Never serore has maximum egg and meat pro- 
duction by America’s poultry industry been of 
such vital importance as it is today! Poultrymen 
must be able to count on top quality in feed. 
They’re depending on you to supply them with 
feed fortified with sufficient quantities of Vita- 
mins A and D. Feed mixers make especially sure 
that there is no deficiency of Vitamin A. Every 


h 
To better serve 
jentiful 


TODAY wore ruan ever 
POULTRY FEED 
MUST BE 
NUTRITIONALLY 
COMPLETE 


pound of feed you sell should contain the maxi- 
mum amount of true Vitamin A from fish liver 
oils as allowed by government regulations—plus 
alfalfa and yellow corn of highest possible caro- 
tene potency. One sure way to meet these re- 
quirements is to mix in your feeds “Nopco’’* 
A and D Oils which have been famous for de- 
pendable quality for more than 15 years. 


“NOPCO SOLVES TODAY'S 

MIXING AND FEEDING PROBLEMS 
“Nopco X”, supplying 1000-A units and 400-D units 
per gram, meets the present-day problem of every 
feed mixer. It furnishes optimum amounts of Vita- 
min D and also allows maximum amount of true 
Vitamin A consistent with the government’s desire to 
conserve supplies of this important vitamin. And 
another advantage is that feeds mixed with “Nopco 
X” do not require any supplementary Vitamin D. 


HOW “NOPCO” HELPS YOU SELL 


“Nopco’s” consistent advertising to the poultry indus- 
try in 43 state and sectional farm and poultry papers 
reaches over 4,000,000 readers. It sells poultrymen on 
the benefits of commercial-mixed quality feeds—the 
value of adequate A and D vitamin content in feed to 
step up production and builds confidence in feeds 
containing “Nopco” oils. 
Write today for free chart showing how to mix 
“Nopeco X” in your feeds to comply with amended 
W.P.B. Order L-40. “Nopco X” simplifies the problem 
of complying with government regulations because no 
complicated blending is involved. 


* Trademarks of National Oil Products Co. 


OIL PRODUCTS COMPANY HARRISON, N. J. 
BOSTON + CHICAGO CEDARTOWN, GA. + RICHMOND, CALIF, 


| 
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Baby Show 


HE feed and allied industries 

were well-represented at the 

convention of the International 
Baby Chick association held July 
21-24 at Grand Rapids, Mich. At- 
tendance at the convention was 
satisfactory despite the fact that it 
did not reach the peak set at Kan- 
sas City in 1941. 


The interests of the feed industry 
were chiefly associated with the 
numerous exhibits which filled the 
civic auditorium. Many of the well- 
known feed manufacturers and in- 
gredient concerns had booths at 
the show and reported an active in- 
terest on the part of the hatchery- 
men in attendance. Elsewhere in 
this issue are pictures taken of 
some of the activities at the show. 


Of principal interest to those at- 
tending the convention was an ad- 
dress by Dr. Roland M. Bethke, 
Ohio Experiment station, Wooster, 
Ohio. Dr. Bethke spoke on “War- 
time Poultry Nutrition.” 


Pointing out that the poultry in- 
dustry is confronted with an oppor- 
tunity to serve its country now as 
never before, Dr. Bethke said that 
the war has advanced the industry 
into the front line of the war effort. 
He warned, however, that it has 
also brought the industry face to 
face with certain vital problems in- 
volved in meeting the production 
goals of eggs and poultry. The chief 
problem, according to Dr. Bethke, is 
the problem of feed, because prop- 
er feeds and feeding are essential 
to any successful poultry enterprise. 

“If we were content to feed poul- 
try in 1942 as we did 25 years ago, 
or during World War I, we would 
have few if any feeding problems,” 
Dr. Bethke said. ‘But poultrymen do 
not want to go back 25 years. In 
fact, they could not stay in business 
today if they had to use World War 
I feeds and feeding practices. 

“The years that have elapsed 
since World War I have seen poul- 
try feeding change from an art to 
a science. More is known about the 
qualitative nutritive requirements of 
poultry than any other species — 
including the human. And most of 
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is well attended despite 
war travel restrictions 


this knowledge has come to light in 
the past 29 years. But what has all 
this to do with feeding poultry dur- 
ing World War II? Simply, that our 
present knowledge of poultry nutri- 
tion and of nutritive properties of 
feedstuffs will make it possible to 
solve many of the feed problems 
brought on by the war.” 

He pointed out that the chief 
problem concerns animal and fish 
protein concentrates. The war has 
interfered with fish meal produc- 
tion, he said, and the diversion of 
more milk into human consumption 
channels has reduced that source 
of high quality protein. He indi- 
cated that the supply of meat 
scraps would be normal yet the 
total available supply of animal 
and fish protein per poultry unit 
will be considerably below normal. 

“There is an adequate supply of 
plant protein sources and these will 
have to be used in larger amounts 
to offset the decreased supplies of 
animal and fish protein concen- 
trate,” Dr. Betheke said. “Soybean 
oil meal that has been properly pro- 
cessed seems to be the most suit- 
able feedstuff to fill the gap. By 
giving special attention to vitamin 
supplements it is possible to use 
liberal amounts of soybean oil meal 
in poultry feeds. Because soybean 
oil meal and other plant protein 
sources are much lower in calcium 
and phosphorus than animal or fish 
products it becomes necessary to 
add additional amounts of these 
minerals when liberal quantities of 
plant proteins are used.” 

Dr. Bethke discussed the use of 
milk products, protein carriers, dis- 
tillers’ products and alfalfa in poul- 
try feeds and indicated that part 
played by each under present con- 
ditions. He also reviewed the vita- 
min A and D situation. 

“Reports from different state feed 
control laboratories on the vitamin 
A potency of alfalfa meal picked 
up as currently used products, show 


almost unbelievable variation in 
vitamin A values,’ Dr. Bethke said. 

“Maryland reports show varia- 
tions from a low of 1,800 units to 
a high of 151,200 units of vitamin A 
per pound. Massachusetts reported 
variations from a low of 6,000 to a 
high of 168,000 units of A per 
pound. Ohio results on over 200 
samples of alfalfa meals showed 
similar variations. 

“Research studies have also 
shown that the rate of vitamin A 
loss from alfalfa meal or hay is cor- 
related with temperature. The high- 
er the temperature and the longer 
the period of storage the greater 
the loss. 

“All these reports sound a warn- 
ing that the poultryman and feed- 
man must use caution in the pur- 
chase and use of alfalfa products 
in his feeds if they are to serve as 
a source of vitamin A. Unfortunate- 
ly there is no simple, sure criterion 
which is indicative of the amount of 
vitamin A in alfalfa or other pro- 
ducts aside from a chemical deter- 
mination. The next best guide and 
probably the only one the poultry- 
man can use is to insist on a bright, 
rich green alfalfa meal and avoid 
those meals which are faded and 
gray or brown in appearance,” Dr. 
Bethke advised. 

“The matter of supplying ade- 
quate vitamin A is not a serious 
problem when fresh alfalfa meals 
are available during the normal 
harvesting season. The problem be- 
comes more acute and requires 
special consideration during the 
late winter or spring months when 
products that have been stored 
must be used. 

“The hatcheryman should bear in 
mind that the nutritive requirements 
for good hatchability are greater 
and more exacting than for good 
egg production,” Dr. Bethke main- 
tained. “Feeds which give good egg 
production will not give good 
hatchability unless they supply 
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adequate amounts of all nutrients, particu- 
larly the vitamins, to meet the needs of the 
growing embryo. Research work has shown 
that more vitamins A, D and riboflavin are 
needed for good hatchability than for egg 
production. The hatcheryman who is inter- 
ested in obtaining good hatchability should 
make certain that the breeders are fed 
adequate rations. 


“Whenever certain ingredients are 
scarce or high in price we invariably see 
an influx of substitute material or products 
of questionable value,” said Dr. Bethke in 
conclusion. “Even under normal conditions 
it is known that feedstuffs vary in their 
feeding value or quality. These variations 
in value cannot always be judged by ap- 
pearance or the common protein, fat, or 
fiber determinations. Accordingly, under 
present conditions it is more important 
than ever that the poultryman and hatch- 
eryman give special consideration to the 
quality of feed ingredients. 

“Although it will be necessary for the 
poultryman or feedman to make certain 
adjustments in his feeds during the war, 
in my opinion these adjustments can be 
made without lowering the efficiency of 
the feed, providing the changes are made 
on the basis of factual information.” 

Another speaker was Dr. Clifford D. Car- 
penter, Allied Mills, Inc. He participated 
in a symposium on poultry disease control. 
Dr. Carpenter cited the government's call 
for increased production of poultry and 
eggs and pointed out that the quickest 
ways to meet the production goals are to 
increase livability, the rate of production 
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WELCOME 


TURKEY 


TAKE a trip with The Feed Bag photographer through the exhibit hall at the 
International Baby Chick show held July 21-24 at Grand Rapids, Mich. Top 
row, all left to right: Harold McLean and Bruce Varney, both of Cerophyl 
Laboratories, Inc., Kansas City, Mo., plan some sales strategy; H. M. Lackee, 
Bloomingdale, Mich., visits with Dennis Hayley, Tobacco By-Products & Chem- 
ical Corp., Louisville; S. Smith, Lowell, Mich., gets an earful from Kenneth M. 
Walters, Atkins & Durbrow, Inc., New York City; the newlyweds, Dr. and Mrs. 
John Salsbury, Jr., enjoy the convention; and O. P. Gossett, Consolidated 
Products Co., Danville, Ill., chats with George Heberer, San Antonio, Tex., 
poultryman. Second row: a Philip R. Park Co. trio—Homer B. Park, W. J. 
H. Brock and James Carver; three of the brothers active in the Stone Mountain 
Grit Co., Lithonia, Ga.—N. A. Davidson, J. K. Davidson, Jr. and Charles 
Davidson; Allied Mills, Inc., offered a chance to hit Hitler, Hirohito and 
Benito—pictured here are Walter Krueck and A. G. Philips; and Louis 
Novins and F. H. Clickner, the Borden Co. Third row: James Zehr, W. M. 
Andersen and C. C, Welch, New England By-Products Corp., Boston; Otto 
Sarvella, sales manager, G. E. Conkey Co., Cleveland, visits with Mr. and Mrs. 
Albert Wisthuff, Chatsworth, Ill.; Walter N. Jones, Vitality Mills, Inc., demon- 
strates how to jab a Jap; a Dutch girl from Zeeland, Mich., captures the 
attention of T. D. Robbins and Carl Hedrick, both of General Distributing 
Co., Newton, Kan. Bottom row: Walter F. Goken and J. G. Cline, the Shores 
Co., Cedar Rapids, la., watch Russell Bailey, Napanee, Ind., file his entry 
in their contest; John Mecking, Atkins & Durbrow Co., Chicago, visits with 
H. A. Loehr, Tomah, Wis.; C. W. Sievert, American Dry Milk Institute, Inc., 
discusses formulas with Mr. and Mrs. J. H. Welp, Bancroft, la.; J. G. Clarke, 
Wayne City, Ill., learns about litter from V. E. Hopkins, Chick Bed Co., Cedar 
Rapids, la.; and Al Gerig, Anderson Box Co., Indianapolis, with Dave Van- 
Oman, Zeeland, Mich. 


and the number of layers on farms. Dr. 
Carpenter said that increased livability, 
an important factor, is accomplished 
through improving disease control, man- 
agement, nutrition and breeding. 

“It is recognized today that everything 
should be done to encourage the highest 
possible feed intake, since this means not 
only increased egg production but also a 
better rate of growth and greater resist- 
ance to disease,” Dr. Carpenter said. 

New officers of the International Baby 
Chick association include J. Turner Mills, 


McNabb, Ill., president; E. E. Boyd, Staf- 
ford, Kan., first vice president; Charles J. 
Price Jr., Telford, Pa., second vice presi- 
dent; and D. D. Slade, Lexington, Ky., sec- 
retary-treasurer. Reese V. Hicks, continues 
as executive secretary and D. M. Turnbull 
was named his assistant. 

@ DR. J. H. BRUCKNER, Ithaca, N. Y., has 
been appointed head of the poultry de- 
partment at Cornell university. Dr. Bruck- 
ner has served as acting head of the de- 
partment for the past two years. 
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To Meet Farm Needs... 
To Build YOUR Profits .. . 


“YOU'VE GOT TO HAVE A COMPLETE 
FEED LINE TODAY!” 


Says FRED LaMARCHE 


Cargill Feed Dealer at New London, Wis. 
“In our dairy country, the demand these days is for more feed 


all along the line—poultry, hogs and dairy feeds. You've got 
to have a complete line. That’s what I like about Cargill Feeds. 
Not only that, but the Cargill line is triple-tested for you—in the 
laboratory, on typical farms AND FOR MORE SALES. My 
sales show me that Cargill triple testing works. My customers 
are more than satisfied. My books are showing healthy profits.” 


cancitt 
MA 


@SCIENTIFICALLY TESTED! @PRODUCTION TESTED! @® SALES TESTED! 
in modern laboratories on typical farms by experienced dealers 


TRIPLE TESTING HELPS YOU sell more feed and better feed 
because Cargill Feeds are right! Cargill field men help you with 
sales and feed problems. Cargill literature is available for your 
customers. Cargill feed bulletins help you with latest market 
information and feeding directions. Let the Cargill line go to work 
for you. It’s complete. It’s triple-tested. It’s a money-maker. 


Write Today. Only Midwest Territories Open. 
INCORPORATED MINN 


MINNEAPOLIS, MINNESOTA | 


WAR BONDS 
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"Trace" Minerals 
of 
High Importance 


The following “‘trace’’ minerals are 
found in animal tissue: Boron, bro- 
mine, calcium, carbon, chlorine, cop- 
per, fluorine, hydrogen, iodine, iron, 
magnesium, manganese, nitrogen, 
oxygen, phosphorus, potassium, sili- 
con, sodium, sulphur, totanium, 
vanadium and zinc. 


We are not yet certain of the place 
all of these play in animal nutri- 
tion; however, we feel sure that 
their presence in the body indicates 
a need for them. For example, no 
less than six ‘“‘trace’” minerals are 
needed to produce hemoglobin, or 
red corpuscles. Outstanding among 
these is cobalt. When it is absent, 
animals show blood deficiencies even 
to the extent of developing anemia. 
This example is but one of many 
which point to the value of “trace” 
minerals, 


as you may wish. 


Calcium in the Feed 


Lime Crest Calcite Flour in the ration 
carries calcium into the feed, either with 
or without added manganese and iodine, 
It also carries over 
twenty "trace" minerals, each of which 
has its part to play. 


The doctor says they 
just didn’t knowin 
those days—what Cal- 
cium would do... and 
so the Butcher got him. 


I was lucky he didn’t 
get me!”’ 


Some bulls are poor breeders—the same is true 
of certain cows. Are they getting enough cal- 
cium? Experiments have shown that mineral de- 
ficiency—especially calcium—has produced poor 
breeding records. Don't condemn your animals 
until you are sure that they are getting enough 
calcium. 


[ime 
Crest 


[ime rest 


CALCITE 


Lime Crest Calcite crystals, ground into flour, 
carry the 6-sided form that dissolves slowly in the 
digestive system. With it are found over twenty 
"trace" minerals, most of which have a function 
in animal nutrition. These minerals are: Aluminum, 
arsenic, barium, beryllium, boron, bromine, cobalt, 
copper, fluorine, germanium, gold, iron, lithium, 
potassium, silicon, sodium, strontium, sulphur, tin, 
silver, titanium, vanadium, zinc and zirconium. 


LIMESTONE PRODUCTS CORP. OF AMERICA 


BOX 6, NEWTON, NEW JERSEY 


Saboteurs 


by EMIL J. BLACKY 


Deep in the night a gray sub moors 

To land its stealthy saboteurs 

Who slither shoreward in the 
breeze 

Like ugly serpents of the seas, 

Hissing in foreign undertones, 

Traitors to the marrow in their 
bones. 

A lonely Coast Guard on alert 

Addresses them in accents curt, 

What's in the bag,” he queries— 
clams?” 

“Ja,” blurts the leader, “Ja, just 
clams.” 

Then with a stupid, threatening 
gibe, 

Offers the Coast Guard youth a 
bribe. 

The Coast Guard takes it, goes his 
way 

Chuckling at his well-planned play. 

Soon from the station warning 
pours, 

That saboteurs are on our shores. 

The search begins, then sounds the 
cry 

From post to post in the FBI. 

And thus comes to end a vicious 
plot 

To blast us into a gory blot. 

Let's all be alert like the FBI 

And keep on watch with a Coast 
Guard eye, 

Not only for spies who stalk our 
shores 

But for saboteurs at our very doors. 

Let's watch for the sabotage of 
waste 

And tongues with rumor-spreading 
haste. 

Our job is to fight the forces within 

As well as without if we hope to 
win. 


oo —-- 


@ J. H. SPANGLER, Stanford, Ill., has mov- 
ed his feed store to the quarters recently 
vacated by the Garst grocery in the Mur- . 
phy building. 
ENTERS SUPPLEMENT FIELD 

Walter Berger, president of the Des 
Moines Oat Products Co., Des Moines, Ia., 
has announced his entry into the feed sup- 
plement field. Through the Berger Process- 
ing Co. three new feed supplements for 
hog, cattle and poultry feeds are being of- 
fered. These are enzyme active formulas 
to blend with or supplement present feed 
formulas. They are De-Mo-Lac for cattle 
and sheep, Ota-Zyme for chicken, turkey 
and wild game feeds and Vita-Grass for 
hogs. The supplements are manufactured 
under the Bi-Kem base process. 
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poster selected for sixth 
annual event oct. 19-24 


ITH selection of the 1942 
National Feed Week post- 
er, reproduced on. this 
page, preliminary organization 
plans for the sixth annual celebra- 


tion of the big event are now well 
under way. 


The winning poster in the contest 
was submitted by Donald E. An- 
dorfer, 735 Atwood street N. E., 
Grand Rapids, Mich. Mr. Andorfer, 
a native of Wisconsin, has been a 
resident of Grand Rapids for the 
past three years where he is en- 
gaged in business for himself as 
an illustrator and designer. He is 
married and has two children. 


His decision to enter the National 
Feed Week poster contest was due 
to the suggestion of Fred N. Rowe, 
head of the Valley City Milling Co., 
Portland, Mich., and president of 
the Michigan Feed Manufacturers & 
Dealers association. Mr. Andorfer 
does practically all of the commer- 
cial art work for the Portland firm 
and when Mr. Rowe called his at- 
tention to the contest and suggested 
he submit an entry, the advice was 
promptly accepted. 


The winning poster depicts the 
statue of liberty in a V design top- 
ped by the slogan, Victory De- 
mands Better Feeds, Better Feeding. 
Around the outside of the V are 
shown a cow, pig, turkey and sev- 
eral chickens. The bag of feed on 
each side is labeled Feed For Free- 
dom and across the bottom of the 
poster are the words National Feed 
Week, October 19-24. All lettering 
is in white except the word Nation- 
al which is in red. The statue of 
liberty is in brown with a blazing 
red sky over her crown while the 
portion of the poster outside the V 
is in blue. 

As his reward Mr. Andorfer will 
receive a $100 War Bond from the 
American Feed Manufacturer's as- 
sociation, sponsors of the National 
Feed Week campaign. Runners-up 
in the poster contest were Leroy H. 
Goebel, 3440 N. Osage avenue, 
Chicago, Ill., who placed second, 
and Joseph H. Nieporte, 3001 Carew 
Tower, Cincinnati, Ohio, whose of- 
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fering in the contest was rated 
third. 

Colored reproductions of the post- 
er are now being prepared and 
will be available to the trade for 
distribution within a few weeks. 
The posters will measure 17 inches 


D WEEK 


OCTOBER 19-24 


FE 


THIS is a one-color reproduc- 
tion of the design which has 
been selected as the official 
National Feed Week poster for 
1942. It was submitted by 
Donald £. Andorfer, Grand 
Rapids, Mich. 


by 22 inches and may be purchas- 
ed for $3.00 per 100, $12.50 per 500 
or $22.50 per 1,000. Miniature re- 
productions, size 2 inches by 3 inch- 
es, will also be available in the 
form of mailing stickers at a cost 
of $2.50 per 1000. All prices are 
f.0.b. Milwaukee. 

Orders for both posters and stick- 
ers should be placed immediately 
as the supply will be limited. Al- 
though National Feed Week does not 
open until Oct. 19 it is not too early 
to begin boosting the event now. 
Stickers will be shipped at once, 
and should be placed on all out- 
going mail from now until the big 
celebration gets under way. Ar- 
rangements should also be made to 
display the National Feed Week 
posters not only in feed stores, but 


in other conspicuous places in the 
community. Orders for supplies or 
other information should be ad- 
dressed to National Feed Week 
Headquarters, 525 Grain & Stock 
Exchange, Milwaukee, Wis. 

Feed manufacturers, jobbers, and 
trade associations are urged to 
make arrangements to supply post- 
ers to individual dealers. It is im- 
portant that every feed store, ware- 
house, plant and office display at 
least one poster several weeks pri- 
or to, and during the National Feed 
Week celebration. 

As in previous years, daily news- 
papers, farm magazines, radio sta- 
tions and the trade press have giv- 
en assurance of their cooperation 
in creating interest and enthusiasm 
in the celebration. 

Elaborate helps for the feed deal- 
er which will enable him to tie up 
with the general program and cash 
in on the additional business which 
is bound to be created may also be 
obtained from National Feed Week 
Headquarters. This service will in- 
clude news releases for local news- 
papers, prepared advertisements, 
radio broadcasts, suggestions for 
farm meetings, special sales, etc. 
Cooperation and ideas will also be 
gladly given to dealers planning 
special stunts or promotions. 

“The observance of National 
Feed Week is becoming more wide- 
spread from year to year and our 
1942 celebration should be bigger 
and better than ever,” says Ralph 
M. Field, president of the sponsor- 
ing organization. 

“This year especially it is every 
feed man's patriotic duty to do all 
he can to make the event a success. 
The feed industry has an important 
and ever increasing responsibility 
to share in the nation’s war effort. 
We can all help in attainment of 
the increased war-time agricultural 
production goals, by taking this op- 
portunity to promote the use of bet- 
ter feeds and feeding practices by 
our producers on the home front.” 
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AMERICA needs you to help farmers pro- 
duce more food and better food FASTER. 
Do your part by enlisting today in the 
Wayne “Food for Victory” offensive—a 
hard hitting, patriotic campaign that re- 
wards you handsomely for showing 
your customers the fast, profitable way 
to produce more meat, more milk, 
more eggs for Victory. 


WRITE TODAY FOR 
COMPLETE INFORMATION 


IT PAYS TO FEED and SELL 


| LL E dD M | L N EXECUTIVE OFFICES, CHICAGO 
“ess SERVICE DEPT., FORT WAYNE, IND. 
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EEPING up with the slogan, 

“A Safe Place to Trade,” 

which their father, J. J. Guild, 
established in 1907 when he took 
over the elevator formerly operated 
by A. W. Weimer, and keeping up 
with the times in equipment and 
service, are the reasons ascribed 
for the success of the feed business 
conducted by Frank H. Guild and 
Ed Guild, at Geneseo, Ill. 

Geneseo, a town of 3800 popula- 
tion, is located on the main line of 
the Rock Island railroad, 23 miles 
east of Rock Island. It is in the 
center of an extensive hog and cat- 
tle feeding territory. 

In 1914 Frank H. Guild became 
associated in the business with his 
father. Ed Guild joined the firm in 
1921. The same year they rebuilt 
the elevator. At this time the firm 
name was J. J. Guild & Sons. In 
1939 the elder Guild passed away 
and Frank H. and Ed Guild took 
over the business, changing the 
name to the Guild Grain Co. 

By 1930 great improvements had 
been made in livestock feeding. 
Farmers generally had been con- 
vinced of the greatly increased 
profits in feeding balanced rations. 
To cater to this demand and keep 
up to date, a Burton l-ton mixer 
was added to the feed mill equip- 
ment. 

Since that time many other de- 
velopments have taken place and 
the Guild concern has kept up with 
all of these, so it has not only re- 
tained old customers but has con- 
stantly added new ones. The feed 
mill equipment now includes a 


is one reason why guild’s 
is a safe place to trade 


Sprout- Waldron 26-inch attrition 
mill, a Sprout-Waldron corn break- 
er, a corn cutter and grader, a John 
Deere corn sheller, an Ajax oat 
huller, a hull packer, a Letz corn 
cracker and grinder, a Fairfield wet 
mixer for cod liver oil and semi- 
solid buttermilk, a Sprout-Waldron 
3-ton vertical mixer, a Sprout-Wald- 
ron molasses mixer, and a 20-ton 
dial scale. A concrete tank in the 
basement, which has a capacity of 
two carloads, is used for storing 
molasses. 

The equipment in the elevator is 
also all modern. No bucket eleva- 
tors are used but the grain is blown 
to the top by means of a blower 
operated by a 20 hp. motor. A 
gyrating cleaner is located at the 
top for cleaning the grain. Electric 
power is used for all equipment, 
each piece having its individual 
motor. 

There are two warehouses for 
feed and from 15 to 20 cars of feed 
are kept on hand at all times. The 
firm handles Full-O-Pep feeds and 
also manufactures feed under its 
own brand. This line consists of 
seven different items. 

The concern will grind the farm- 


UP-TO-DATE equipment is one 
of the factors responsible for 
the success of the Guild Grain 
Co., Geneseo, Ill. Pictured be- 
low from left to right are: the 
3-ton Sprout-Waldron vertical 
mixer, the Fairfield wet mixer, 
Sprout-Waldron molasses mixer, 
and the Burton I-ton mixer. 


DOING a big business in feed, 
grain, and coal, the Guild 
Grain Co, not only maintains 
modern efficient machinery in- 
side the plant but also keeps 
the outside well painted and in 
good repair, as may be seen 
by this exterior view of the 
feed mill and elevator. 


er’s own grain and mix any in- 
gredients or supplements desired or 
it will sell the ingredients to farm- 
ers who wish to mix their own 
feeds. It thus furnishes the farmer 
with a complete up-to-date feed 
service. 

About 1500 tons of feed are sold 
annually. The elevator handles 


(Continued on Page Seventy-one) 
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Urge Full Use Of 
Dried Skim Milk 


Due to an expansion in production facili- 
ties, government officials are urging the 
feed industry to resume full use of dried 
skim milk in feed formulas. Owing to lend- 
lease shipments and other war-time de- 
mands, manufacturers were requested to 
alter their formulas last year in order to 
conserve supplies of dried skim milk. 


Production facilities have now been ex- 
tended so greatly that supplies are now 
ampie to meet all needs according to word 
from the dairy and poultry branch of the 
Agricultural Marketing administration. 


Ou!put of dried skim milk for animal 


AT 
70 
A good poultry formula is a di- 
rect contribution to the nation’s 
fight for Victory. Kellogg’s old 
process Soybean Oil Meal, while 
carrying a minimum guarantee 


of 41% protein, actually has been 


delivering more than 43% for the 


past twelve months. 
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feed has declined greatly in recent months 
although total production still remains 
high, according to figures released by the 
United States department of agriculture. 
The output for feed during June was 5,400,- 
000 pounds, a drop of 62 per cent from the 
14,361,000 pounds used in June a year 
ago. The June output for human consump- 
tion, kowever, was 78 per cent above the 
figure for the same month last year. 

Of the total 62,456,911 pounds of dried 
skim milk sold during June only 3,854,873 
pounds were sold as feed. Sales for feed 
the previous months totaled 3,859,310 
pounds. Dried buttermilk sales during June 
totalec 3,664,595 pounds of which 2,480,025 
pounds were sold for use as feed. 


V4 


weeds 
G sAm 


Its palatability, digestability and 
high productive qualities are the 
natural result of Spencer Kellogg 
research and large technical and 
production facilities. Quality 
feeds were never more important 
—get Kellogg’s Soybean Oil 


Meal into your formulas. 


SPENCER KELLOGG 


AND SONS, INC. 


SALES OFFICES: Buffalo, Chicago, Decatur, IIl., 
Des Moines, Minneapolis, Los Angeles. 


MILLS: Buffalo, Chicago, Decatur, Ill., Des Moines, 
Minneapolis, Edgewater, N. J., Los Angeles. 


TOM G. DYER 


Tom G. Dyer, Des Moines, Iowa, has re- 
signed his position with Sargent & Co., 
Des Moines feed manufacturers, and on 
Aug. 1 assumed his new duties as manag- 
er of the newly organized commercial feed 
department of the Russell-Miller Milling 
Co., Minneapolis, Minn. 

The dynamic Mr. Dyer is widely known 
throughout the feed trade. He is a forceful 
speaker and has an expert knowledge of 
merchandising. He has frequently address- 
ed various conventions and feed meetings 
on this subject and his inspiring talk at the 
annual meeting of the Central Retail Feed 
association in Milwaukee last June was 
one of the highlights of the program. 

The Russell-Miller Milling company’s new 
commercial feed department will be oper- 
ated in connection with its Northwest 
Warehouse District department, which is 
in charge of W. C. Pratt. The milling com- 
pany has for some time been increasingly 
active in the wholesale distribution of com- 
mercial feeds and about Sept. 1 expects to 
start the manufacture of mineralized tank- 
age and other feed concentrates under its 
own brand. New machinery and equip- 
ment is being installed in a part of the 
company’s idle flour mill at Minneapolis 
which will house the manufacturing oper- 
ations as soon as remodeling has been 
completed. 

— 
@ DAVIS ELEVATORS, Goldsmith, Ind., 
have installed a new Sidney corn sheller. 
HOLD WAR CLINICS 

The first of a series of “war clinics” 
sponsored by the Western Grain & Feed 
Dealers association was held at Sioux City, 
Iowa, Aug. 11 under the direction of Gray- 
don Swanson, executive secretary. The 
meetings were designed to keep members 
informed on current trade problems and 
included talks by representatives of the 
OPA, WPB, ODT, AAA, CCC and other 
federal agencies. Meetings were also held 
at Sheldon, Spencer and Sac City. 
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Among the leaders in the feed industry 
whose name will long be remembered is 
William H. Danforth, founder and chairman 
of the board of the Ralston Purina Co., St. 
Louis, Mo. This month The Feed Bag birth- 
day column pays tribute to this man of 
courage and wisdom whose birthday oc- 
curs Sept. 10. 

Graduated from Washington university 
in 1892, Mr. Danforth got his first taste of 
the feed business the following year when 
he joined the Robinson Commission Co. at 
St. Louis. Shortly afterwards he entered 
the firm as a partner and upon its reorgan- 
ization in 1896, following a disastrous cy- 
clone, he became the controlling stock- 
holder and president of the company. Six 
years later the company was refinanced 
and renamed the Ralston Purina Co. and 
it was at Mr. Danforth’s suggestion that 
the now famous checkerboard was adopt- 
ed as the company’s trademark. Under his 
guidance the firm has continued to prosper 
and expand until it is now known in every 
corner of the country. Also known as a 


WILLIAM H. DANFORTH 


builder of men, Mr. Danforth bases his 
philosophy on a four-fold plan of living. 
His well-known challenge reads: “I Dare 
You To — Stand Tall! Think Tall! Smile 
Tall! Live Tall!’ 


Quality 
Ingredients 

Are More Important 
Today Than 
Ever Before 


Today, more than ever before, 
the emphasis in the feed trade 
is on quality. The government 
has asked the farmer to achieve 
tremendous production goals. 
You play a vital role in helping 
the farmer raise more milk, more 


eggs, more meat. It is your 


September 1—MAX ALBERT, Galesburg Soy Products Co., Galesburg, Ill. 
FRANK J. ALLEN, Bay State Milling Co., Winona, Minn. 
EUGENE ARMS, Mill Mutual Fire Prevention Bureau, Chicago, Ill. 
DR. J. E. SALSBURY, Dr. Salsbury’s Laboratories, Charles City, Ia. 
September 2—SAM FREDMAN, Fredman Bag Co., Milwaukee, Wis. 
September 3—WILLIAM ANDERSEN, New England By Products Corp., Bosion, Mass. 
ED. HANSON, Hanson Feed Co., Hollandale, Wis. 
September 4—J. M. CHILTON, Archer-Daniels-Midland Co., Minneapolis, Minn. 
PAUL E. RIEBS, Riebs Co., Milwaukee, Wis. 
September 5—ARTHUR ACKERMAN, Oyster Shell Products Corp., New Rochelle, N. Y. 
STEWART O. NORRIS, White Laboratories, Inc., Newark, N. J. 
CLARA G. WOODSON, Gruendler Crusher & Pulverizer Co., St. Louis, Mo. 
September 6—LINDLEY H. PATTEN, Farmers & Merchants Milling Co., Glencoe, Minn. 
September 7—S. L. PRIES, Maney Bros. Mill & Elev. Co., Minneapolis, Minn. 
S. W. WATSON, S. Howes Co., Inc., Silver Creek, N. Y. 
September 8—RONALD C. BOOTH, Piper Grain & Milling Co., Cedar Rapids, Ia. 
WILL K. MILLER, Orlando Seed Co., Orlando, Fla. 
H. L. KRUEGER, Krueger Bros., Forest Junction, Wis. 
September 9—HUGH HALE, Hale Grain Co., Royal, Wis. 
September 10—WM. H. DANFORTH, Purina Mills, St. Louis, Mo. 
FRED DE HOFF, Fred DeHoff Co., San Francisco, Calif. 
September 11—JOHN DAVIS, W. M. Bell Co., Milwaukee, Wis. 
HARRY C. McADAMS, Chicago, Ill. (Napthole, Inc.) 
WALTER J. C. MUELLER, Northern Milling Co., Wausau, Wis. 
September 13—HENRY W. SWANSON, Des Moines, Ia. (White Laboratories, Inc.) 
September 14—E. G. CHERBONNIER, Purina Mills, St. Louis, Mo. 
September 15—A. J. FEIGEL, Union Special Machine Co., Chicago, Ill. 
JOSEPH B. MANASSE, Werthan Bag Corp., Chicago, IIl. 
TAYLOR MILLS, Batten, Barton, Durstine & Osborne, Minneapolis, Minn. 
September 16—R. L. CHRISTY, Denver Alfalfa Milling & Products Co., Lamar, Colo. 
September 17—LLOYD M. FARIS, W. J. Small Sales Co., Kansas City, Mo. 
FRANK J. HOLT, Aurora, Ill. (White Laboratories, Inc.) 
T. G. WILKINSON, Borden Co., New York, N. Y. 
September 18—O. P. GOSSETT, Consolidated Products Co., Danville, Ill. 
September 20—WM. BORST, Sr., Wm. Borst & Son, Brooklyn, Wis. 
September 21—L. W. NOLTE, American Dry Milk Institute, Chicago, Ill. 
September 22—VICTOR H. REID, Hart-Carter Co., Minneapolis, Minn. 
September 23—EARL J. DINGLE, Harry T. Campbell Sons Corp., Towson, Md. 
J. R. SCHMERTZ, Mathieson Alkali Works, New York, N. Y. 
September 25—STUART NORDVALL, Arcady Farms Milling Co., Chicago, Ill. 
L. R. PEEL, Rice Laboratories, Dassel, Minn. 
September 27—R. E. WALTERS, Harlan Rendering Co., Harlan, Ia. 
September 28—JOHN W. GRIFFITH, Northern Oats Co., Minneapolis, Minn. 
September 29—J. F. SCHROEDER, North East Feed Mill Co., Minneapolis, Minn. 
M. W. THATCHER, Jr., Bunge Elevator Corp., Minneapolis, Minn. 
W. B. WEBB, Wabasha Roller Mill Co., Wabasha, Minn. 
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obligation to see that only the 
highest QUALITY ingredients 
go into the feed you sell. To be 
sure of consistent, quality ingre- 
dients trade with STRATTON. 


Grain—Mill Feeds—Brewers' 
Dried Grains — Linseed Oil 
Meal—Clinton Feeds. 


Distributors and 
Representatives For 


CLO-TRATE A and D Feeding 
Oil—L-40, 1000A, 400D. 


CLO-TRATE DRY "D." 

FLEISCHMANN Irradiated 
Dry Yeast (Vitamin D}—9000 
USP units per gram). 

FORMULA "B." 

KRACO Dried Cheese Whey. 

PRODULAC. 


HARSHAW — Cobalt and 


Manganese. 
RIBO Brewers Yeast. 
KODDY-MIX — |00D. 


tratton Grain Company 
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MILWAUKEE FIRMS PAY 


Consign our 
Batley 


v 


La BUDDE 
Feed & Grain Co. 


® Carl Houton, Manager 
Grain Department 


BY SHIPPING your barley to Milwaukee you can obtain 
top prices. The Milwaukee market enjoys the demand 


of the world’s largest members of the brewing and malting | 


industry. 


Contact your commission man in the Milwaukee market 
today. Mail your samples of the new barley crop to the 
progressive firms who make this advertisement possible. They 
will provide an analysis and inform you of its value. 


| 


| 


The members of the Milwaukee Grain & Stock Exchange — 


have had years of experience in handling malting barley and 
are qualified to give you the kind of service which will make 
your dealings with them a pleasure. The Milwaukee market 


offers you the most specialized and personal service for your 
barley. 


Once you consider all the advantages, you will find it wise 
to ship your barley to Milwaukee, the world’s largest malting 
barley market. On the Milwaukee market you get best results, 
fastest service and top prices. 


=<3y Serving Shippers Dependably and Steadfastly 
1} for almost 50 years. For Reliable Service L. Bar tlett & Son 


SHIP YOUR BARLEY TO Grain Co. 


W. M. BELL COMPANY MERCHANTS 


MILW AUKEE DA ly 5135 WISCONSIN 


GRAIN 


Grain & Stock Exchange Milwaukee, Wis. 


EXCHANGE TELEPHONE 
MARQUETTE 0940 


MOHR-HOLSTEIN COMMISSION COMPANY Consign Your 


COMMISSION MERCHANTS 


BARLEY and Other Grains 


BARLEY 


LOWELL HOIT & CO. 


GRAIN & STOCK EXCHANGE 
MILWAUKEE, WIS. 


OFFICE TELEPHONE 
DALY 5226 
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Phones—Office: Daly 2654, Exchange: Marquette 0940 


Personal Service Proves Profitable with 


Johnstone-Templeton Co. 


% Always Honest, Reliable, Satisfactory 


A. L. Johnstone 


Quin Johnstone 


STRATTON GRAIN CO. 


MILWAUKEE, WIS 


CHICAGO, ILL. ST. JOSEPH, MO. NEW YORK, N. Y. 
SPRINGFIELD, OHIO SCHNEIDER, IND. 


BUYERS and SELLERS of GRAIN, SPOT and 
“TO ARRIVE”, CONSIGNMENTS 


MILL FEEDS—FEED PRODUCTS—BY PRODUCTS 
Future Orders Solicited 


COMPANY 
“Pioneer harley Salesmen’’ 


© For Satisfactory Prices Consign Us Your Next Car ® 


Deutsch & Sickert Co. 


Grain & Stock Exchange, Milwaukee, Wisconsin 


For Best Results Personal Service Satisfaction Guaranteed 


Distributors for: 
SWIFTIDE PURE COD LIVER OIL—STALEY’S GLUTEN FEED — STALEY’S 
SOY BEAN OIL MEAL—BIG CHIEF MEAT SCRAPS—MILLFEEDS OF 
ALL KINDS — LINSEED MEAL — BREWERS DRIED GRAINS — MALT 
SPROUTS — MALT HULLS — REGROUND OATFEED — HOMINY FEED 
PILOT BRAND OYSTER SHELLS 


TH 
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PRICES FOR BARLEY... 


«GRAIN» 


Personal Serice 


Barley a Specialty 
—SHIP TO— 


ROY I. CAMPBELL 


Ship Your Barley 
to Milwaukee... 


® The World’s Largest 
Malting Barley Market 
and Let Riebs Get You 
Top Market Prices for It 


® Ask us for To Arrive 
Bids on All New Crof 
Grain. 


® Send Samples for Bid 
or Values. 


The RIEBS CO. 


Grain & Stock Exchang 


Milwaukee, Wis. 
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7 ORSES—those power units in days 
past when the trucking business was 


the teaming business—are going back to 
work in the same capacity in which they 
founded many a well-known motor trans- 
portation company. 

They are back, not from choice, but from 
necessity. Horses always have been more 
economical on short hauls with frequent 
stops; but the urge for speed, for hurry up 
service, for special deliveries, and the in- 
clination to overlook costs for service, 
gradually pushed horses out of use even 
by companies that knew the sound econ- 
omy of horses in their accepted field. 

Now horses are back and will steadily 
increase in all short haul, frequent stop 
trucking jobs, because of the stark neces- 
sity of saving rubber. 

Horses are available. Prospective users 
can buy all they want, big or little, old or 
young, at reasonable prices; and the cost 
of keeping them is likewise reasonable, 
for a horse needs only one pound of grain 
and one and one-quarter pound of hay, 
per 100 pounds live weight, to keep in 
good condition at moderate work. On 
Sundays, holidays and idle days the grain 
ration should be cut in half to avoid azo- 
turia, but hay continued at usual rate. 


This means therefore that a delivery 
horse weighing around 1200 pounds needs 
12 pounds of grain and 15 pounds of hay 
per day; a draft horse weighing 1600 
pounds in working condition, 16 pounds of 
grain and 20 pounds of hay when at work. 
For the 1600 pound horse worked 300 days, 
idle 65 (Sundays and holidays) this calls 


Old Dobbin 


by WAYNE DINSMORE 


Secretary Horse & Mule Association of America 


for an annual allowance of 5320 pounds of 
grain and 7300 pounds of hay, and the 
smaller horse proportionately less. 

For this reason, horses selected should 
be big enough for the job, but no larger. 
It is as absurd to put an 1800 pound horse 
on a task that could be handled well by 
one of 1200 pounds, as it is to send a 5 
ton truck out to handle a job that a 1 ton 
truck could do. 

Good feet, sloping pasterns, and excel- 
lent shoeing, are likewise mandatory if 
good results are to be obtained; for rubber 
shoes are out for the duration, and rubber 
pads seem likely to be unobtainable. 
Horses can work well without either if 
foregoing precautions in selecting and 
shoeing animals are observed. 

Above all, comfortable stalls, well bed- 
ded, preferably with straw, well lighted, 
well ventilated stables, and good care are 
needed for satisfactory results. Grain and 
hay must be choice — clean, sound and 
sweet smelling and free from mustiness or 
mold. Hay should be green in color, as 
leafy, green colored hay is much higher in 
protein and carotene, and of distinctly 
greater nutritive value. 

Salt—coarse, loose salt—should be pro- 


NO-MILK 


Since 1885 


Made in the heart of Wisconsin’s 


Dairyland. 


100 Ibs. replaces 1,000 


Ibs. whole milk. 


More than 1,100 dealers sell No- 
Milk Calf Food and help their 


customers raise better calves. 


NATIONAL CALF PELLETS 


ARE ALSO AVAILABLE 


NATIONAL FOOD CO. 


D. R. MIHILLS, Prop. 


FOND DU LAC 
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WISCONSIN 


may be answer to 
delivery problem 


vided in a small separate box where the 
horse can help himself. This is particularly 
important in hot weather, for horses al- 
lowed ample salt, and some water every 
hour or two, will sweat freely, but will 
never be overcome by heat if the driver 
has enough horse sense to drive moder- 
ately. 

A bucket should be on every horse 
drawn vehicle and the driver should bs 
instructed to give his horse or horses, some 
water—about a half a gallon—every hour 
when heat is excessive; but likewise in- 
structed not to give the water when horses 
are to stand for some time afterward. It 
is perfectly safe to give hot horses a cou- 
ple of quarts of water if they are to keep 
moving, but not if they are to stand; hence, 
besides watering morning, noon and night 
and at 11:00 P.M., the animals should have 
water twice in the forenoon and twice in 
the afternoon in very hot weather. With 
a bucket on the vehicle, it is easy to get 
water almost anywhere, and much safer 
for the animals, for the old style watering 
trough or fountain was the greatest 
spreader of disease ever created to plague 
horse kind. 

Good pavements have lightened loads. 
Tests conducted by the Horse and Mule 
Association of America, Inc., and the lowa 
Experimental Station show that it is easier 
to pull 10 tons on good pavement than 3 
tons on dirt: but it is important to train 
drivers and horses to start slowly on pave- 
ment, otherwise horses may slip. Slow 
starts, horses flat footed, move loads easily, 
without injury to animals. 

Steep grades should be avoided—they 
greatly increase the pull required, and in- 
crease the likelihood of slipping. A longer 
route, avoiding steep grades, is preferable. 

Some trouble is being encountered in 
obtaining satisfactory horse drawn vehi- 
cles, but the ingenuity of American work- 
men will probably give us many types of 
extemporized equipment, adapted from 
trucks or trailers, that will be as good or 
perhaps better than the old type of horse 
drawn vehicle. Harnesses can be obtained 
at moderate prices. 


So horses are coming back to the truck- 


ing industry. They founded great fortunes, 
have always been most economical in the 
short haul, frequent stop field, and will do 
their part to keep transportation units 
moving in the present emergency. All that 
is needed to know is that still Golden 
Rule—treat the horses as you would wish 
to be treated if you were in their places. 
—— 

@ C. G. WOLF elevator, Worth Liverty, 
Ind., has installed a new 25-ton scale. 
@ SWANTON MILLING & ELEVATOR CoO., 
Swanton, Ohio, has installed a new elec- 
tric truck hoist and grain cleaner. 
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Carries Ou 


MRS. HOOPER PARROTT 


When Uncle Sam called Hooper Parrott 
of Federalsburg, Md. into his army to fight 
the Axis, the Stone Mountain Grit Co. lost 
a fine salesman in an important territory— 
the Del-Mar-Va peninsular, so famous for 
its broilers, but—who do you think steps 
right up and fills the job — fine? You 
guessed it, Mrs. Hooper Parrott, the attrac- 
tive wife of this former first class active 
representative in this famous territory. Mrs. 
Parrott not only calls on the farms in this 
famous broiler section, but is in charge of 
the Stonemo distributing warehouse locat- 
ed at Salisbury, Md. This demonstrates the 
capability of American women to rise to 
the importance of any and every emergen- 
cy and carry on while their men fight to 
protect our country. 

@ MRS. ELIZABETH MURPHY CARGILL, 
Minneapolis, Minn., widow of the late Syl- 
vester Cargill, and president of the Vic- 
toria Elevator Co. since the death of her 
husband in 1913, died July 18. 

— 
@ MILLGROVE ELEVATOR, Millgrove, Ind., 
operated for the past 14 years by Charles 
and William A. Brown has been purchased 
by the Blackford County Farm Bureau Co- 
operative. William Wilson will operate the 
mill which will be under the management 
of Warren Langdon. 

SMALLER LAMB CROP 

Although somewhat smaller than the 
one produced in 1941, the United States 
lamb crop this year is the second largest 
on record according to the crop reporting 
service of the department of agriculture. 
Estimates indicate that the 1942 lamb crop 
in the nation totaled 32,260,000 head, which 
is two per cent smaller than the record 
crop of 1941. The reduction from last year 
was due to unfavorable weather conditions 
in the western states during the lambing 
season this year. 
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Use Your Share Carefully 


ARMOUR’S 
DIGESTER TANKAGE 


DEALERS EVERYWHERE KNOW THE VALUE OF ARMOUR’S 
DIGESTER TANKAGE IN GETTING HOGS TO MARKET 
EARLY. IT’S THE FEED THAT’S GUARANTEED TO BE 
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60% PROTEIN — UNIFORM IN PURITY AND QUALITY 


‘Ww This year you may not be able to get 
all the Digester Tankage you need. Al- 
though we have not curtailed our pro- 
duction of Digester Tankage —there is a 
shortage in other feeds which have been 
using imported ingredients now cut off by 
the war. 

Yet America has a vital need to in- 
crease meat production this year—so the 
available supply of Armour’s Digester 
Tankage must be used to the greatest 
benefit of all. 

For instance, to make your share go 
further, remember that because Armour’s 
Digester Tankage is made from fresh 
materials, it is exceptionally palatable. 
Therefore, by mixing this feed with 


other supplementaries, hogs can be made 
to accept less palatable feeds. 

However, when you change any for- 
mulas to include substitutes, be sure to 
guard the mineral balance. Substitute 
protein feeds may not have the mineral 
content necessary. It will be wise to guard 
the mineral balance by increasing the 
proportion of Armour’s Special Steamed 
Bone Meal—a feed that contains 65% 
bone phosphate of lime. 

All'of Armour’s Supplementary Feeds 
are top quality — made from choice fresh 
materials ... under laboratory control 
which guarantees uniformity of nutri- 
tional content and freedom from impur- 
ities. 


ARMOUR’S 60% DIGESTER TANKAGE 
ARMOUR’S 50% MEAT AND BONE SCRAPS 
ARMOUR’S 65% SPECIAL STEAMED BONE MEAL 


ANIMAL FEED DEPARTMENT 


ARMOUR AND COMPANY 


Union Stock Yards, Chicago 


45 e 


now is opportune time to 


Eliminate Credit 


and sell all feed for cash 


ITTING on top of the world” 

aptly describes the feed in- 

dustry today. Due to the in- 
creased demand for livestock and 
poultry products, plus improved 
farm income, most feed dealers are 
now enjoying the biggest volume 
sales in years. 

Every experienced feed man 
knows, however, that current rush 
conditions will not last forever. 
Some day in the future—right now 
nobody can say exactly when — 
there will come a period of reces- 
sion. Livestock and poultry prices 
will slide, feed demand will plum- 
met downward... and the feed 
dealer who has not planned ahead 
for such stormy weather is likely to 
find it difficult to survive. 

Wise merchants who remember 
the long and painful readjustment 
process which followed the last war 
are now fortifying themselves for 
a similar situation after this one. 

Specifically, far-sighted dealers 
who want to stay in business to- 
morrow are not letting today’s 
boom stampede them into unsound 
selling and credit practices. In- 
stead, they are seizing the present 
favorable opportunity to— 

1. Tighten up on their credit and 
collection policies. 

2. Get their customers into prompt 
paying habits. 

Thus, at a time when the job is 
easy, these dealers are entrenching 
themselves in a strong financial po- 
sition to withstand the shock of the 
post-war let-down. 

Most retailers have the backing 
and blessing of the United States 
Government on such a move. As 
you know, Regulation W of the 
Federal Reserve Board now re- 
quires full payment of most ac- 
counts by the tenth of the second 
month, following the month of pur- 
chase, otherwise the account must 
be “frozen” until it is entirely clean- 
ed up. 

Although this regulation does not 
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specifically include feed purchases, 
its idea is to prevent people from 
acquiring debts which they are un- 
able to pay promptly. The spirit of 
the regulation is to include every- 


For many years The Feed Bag maga- 
zine has been consistently attempting to 
point out the advantages of operating a 
retail feed business on a cash basis. Be- 
cause this copyrighted article by W. B. 
Lambert of Kasco Mills is so timely and 
because it deals so effectively with the 
credit problem, permission has been ob- 
tained to reprint it in its entirety. Extra 
copies of this article in booklet form are 
available on request from Kasco Mills, 
Inc., Toledo, Ohio, or Waverly, N. Y. 


thing and feed will probably be in- 
cluded in later revisions. 

Hereafter, therefore, if a custom- 
er asks for long credit, you have a 
graceful “out”. “Sorry,” you can 
say, ‘the government has requested 
merchants to refrain from long time 
credits.” 

But why go in for even 70 days 
credit? Why not sell for cash? 

The countless evils connected 
with credit are too well known to 
call for mention here. Yet year 
after year, the feed dealers of 
America lend to the farmers more 
money than any other group—with 
the single exception of Uncle Sam 
himself. Yes, more than the banks, 
the mail order houses and the 
equipment manufacturers. Like- 
wise, this huge credit is granted not 
on a banking basis, but on loose, 
careless, almost reckless terms. 


Is free and easy credit necessary 
for a profitable feed business? 

All evidence says “No!”’. In fact, 
an examination of the average “on 
the cuff” transaction in the feed in- 
dustry reveals that both buyer and 
seller are more likely to be harmed 
than hurt by promiscous credit. 

Long observation of retail feed 
store credit operations indicates 
that dealers permit book accounts 


for any one, or a combination of, 
four reasons:— 


1. Because they fear losing a cus- 
tomer to a competitor. 

2. Because they are afraid of of- 
fending a prospective purchaser. 

3. Because of money already 
owed them which they hope to get 
back eventually by “carrying” the 
customer along. 

4. Because they fail to realize the 
“leaks” and hidden dangers con- 
nected with low credit standards. 

Let’s examine each of these so- 
called reasons and see if they are 
valid in practice. 

Some dealers feel they must ex- 
tend large credit to meet the com- 
petition of “the other fellow”. But 
does the type of customer attracted 
by such liberality build a strong 
business? 

Outwardly, the dealer who does 
a big credit trade shows signs of 
prosperity. Inwardly, however, his 
business is based on a false foun- 
dation. When present favorable 
farm prices begin to ease and the 
demand for feed slacks off, his 
whole enterprise is likely to col- 
lapse. 

Does it not seem preferable to 
have a smaller, sounder volume of 
sales and remain in business after 
“the other fellow” has gone bank- 
rupt? 

Some dealers are timid about re- 
fusing credit. They hesitate to in- 
vestigate the person who says, 
“Charge it,” or ask him pertinent 
questions concerning his ability 
and intention to pay. They fear the 
customer may resent the refusal, or 
the inquiry, and transfer his trade 
to another store. 

This is not a proper point of view 
to take on the matter. After all, the 
credit customer is seeking a loan 
of the dealer's money—a loan in 
the form of merchandise. Would the 
dealer hand out an equal amount 


(Continued on Page Seventy) 
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Bill Moll of the Franke Grain Co., Mil- 
waukee, is still denying reports that he 
was picked up when government agents 
raided 17 of the many Silver street sa- 
loons at Hurley, Wis., where Bill and his 
family were spending a vacation. 

Spending seems to be the right word 
as applied to vacations although my sec- 
retary insists that “enjoying” would be 
more appropriate. She was voted down 
by the rest of the gang here in the office. 
What do you fellows say? 

Joe Wickens, Specialty Feed Products 
Co., Plymouth, Mich., is on an extended 
trip to Los Angeles and San Francisco, 
going by way of New Orleans and re- 
turning through Portland and Seattle. 

Attending the meeting and lectures at 
the International Baby Chick association 
convention was just like “going to 
school”, according to Ev Wheeler, sales 
manager of the feed division, King Midas 
Flour Mills, Minneapolis. 

Hatchery men from Wisconsin, Illinois, 
Iowa, Minnesota and other western states 
crossed Lake Michigan on the new Mil- 
waukee Clipper enroute to the conven- 
tion. Arrangements were handled by P. O. 
Peterson, secretary of the Wisconsin State 
Hatchery Cooperative. 

Otto Sarvella, sales manager of the G. 
E. Conkey Co., Cleveland, stuffed paper 
in borrowed shoes two sizes too big, bor- 
rowed an old set of clubs and still broke 
100 on a strange course during the Grand 
Rapids convention. 

H. L. McGeorge, Jr., an ensign in the 
naval reserve and son of Hal McGeorge 
of the Royal Feed & Milling Co., Mem- 
phis, was married on August 8 to Miss 
Elizabeth H. Northcross. 


Ralph M. Field, president of the Ameri- 
can Feed Manufacturers association, is 
very proud of a framed certificate which 
hangs in his office and proclaims that he 
is an honorary member of the Canadian 
Feed Manufacturers association. Ralph 
received the honor when he addressed 
the Canadian manufacturers at Montreal 
on June 23. The certificate is signed by 
W. D. Price, president and Gordon S. 
Smith, secretary-treasurer of the Cana- 
dian association. 


Philip C. Endres of the Electric hatch- 
ery at Frankfort, Ind., is a mighty interest- 
ing fellow to meet. First, he is a well 
posted and successful business man. 
Second, he is an amateur magician and 
entertainer with professional ability. 
Third, he has a fine family including his 
wife, one daughter and three sons. His 
eight year old son Donald, has the unique 
record of having seen nine I.B.C.A. con- 
ventions. 


Most irritating man at the convention 
was, as usual, Ken Walters, vice presi- 
dent and general manager of the vitamin 
division of Atkins & Durbrow, Inc., New 
York City. Ken is really a genial fellow 
but was delighted to be responsible for 
the anvil cricket chorus which was play- 
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ed continuously almost everywhere in 
Grand Rapids. 

Glass rolling pins, which may or may 
not have been the doctor's reminder to 
his recently married son of the proverbial 
punishment meted out to erring hus- 
bands, were distributed to hatchery vis- 
sitor at the display of Dr. Salsbury’s Lab- 
oratories, Charles City, Ia. Greeters at 
the booth included Drs. J. E. and John G. 
Salsbury, Dr. Sievert Erickson, Sales Man- 
ager H. G. Bos and N. A. Winter, Des 
Moines agency executive, who has been 
responsible for many years of successful 
Salsbury advertising. 

Slap the Jap, hit the Hun, and wallop 
the wop themes were featured by several 
exhibitors. Walter Jones gave a bag of 
dog food for all who could hit the Jap 
bullseye at the Vitality Mills booth. 
“Chick” Philips won nickles from his 
friends by betting they couldn't hit two 
out of three axis leaders at the Allied 
Mills exhibit. One of his victims was Ro- 


QUALITY CONTROLS FOR 


@ Above is shown Brack B. McHan, Dirg€tor 


of Research, conducting a Fluorine 


in our Quincy, Illinois, laboratoryf/ . 
largest and most complete in ourfield. Here 
scientifically trained men are g6nstantly test- 


ing and proving CCC prodygts for maximum — 
feeding effectiveness. strict laboratory EASY, SURE, LOW-COST 
control means you maf use CCC products method of incorporating 


with utmost confidenée in their quality. 


This is one wayfwe help finished feeds of 
today reach thé quality levels so vitally im- 
portant for XFood for Victory” production. 


alysis IODIZED-MANGANESED 
. the CALCIUM CARBONATE 


land Bethke, the Wooster wonder who 
really is an expert nutrition investigator 
although he did play ball at Elkart Lake, 
Wis., in his younger days. 

“Jake” Stamper, manager of the Won- 
derfat division of the Arcady Farms Mill- 
ing Co., Chicago, is at the Good Samari- 
tan hospital in Cincinnati slowly recover- 
ing from injuries sustained in an auto- 
mobile accident. 

The Fruehauf Trailer Co. of Detroit fea- 
tured the Arcady truck trailer fleet in a 
full page advertisement in the August 1 
issue of the Saturday Evening Post. 

Johnny Goodman of the United Mineral 
Products Co., Omaha, former national 
open and amateur golf champion, started 
like a flash in the All American amateur 
tournament at the Tam O’Shanter Coun- 
try club, Chicago, but failed to keep up 
the pace. And speaking of golf reminds 
us that Bill Thatcher of the Bunge Eleva- 
tor Corp., Minneapolis, reported an 82 the 


DUR PROTECTION 


An intimate UNION of Po- 
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other day but was playing alone and 
without a caddy. 

“Censored” is stamped over the words 
of the Japanese Sandman in the song 
book of the Hunt room at the Rowe hotel, 
Grand Rapids. 

Thanks and increasing support of the 
feed industry are due Homer Huntington 
for his fine work as manager of the Poul- 
try & Egg National board. His organiza- 
tion is really doing a job increasing the 
consumer demand for poultry products. 

Open contracts for millfeeds at the 
close of business on July 31 were 14,080 
tons as reported by clearing members of 
the Kansas City Board of Trade and 17,- 
475 tons at the Merchants’ Exchange at 
St. Louis. 

And now—a confession. The docs told 
us to take things easy so I answered all 
our hospital letters in last month's Cus- 
tom Mix. It was a mistake because since 
then, I have received twice as many 
more letters. Am thinking of getting a 
rubber stamp and a supply of penny 
postals. 

But, seriously, am now buying war 
stamps instead of cigarettes and cocktails. 
Feeling good and yours for Victory—D.K.S. 


War Boosts Trading 
In Feed Futures 


Wartime demand for livestock feed and 
for cotton greatly increased the activity in 
the futures markets for those commodities 
during the fiscal year ended June 30, 1942, 
the United States department of agricul- 
ture reports. Futures trading in the fats 
and oil group, which reached high levels 
in the previous fiscal year, dropped sharp- 
ly under the influence of price ceilings. 

Futures trading in corn on all markets 
reached 1,235,641,000 bushels, an increase 
of 55 per cent over the previous fiscal 
year. Transactions in oat futures totaled 
524,029,000 bushels, or more than double 
the 1941 figure, while the volume in rye 
was 790,011,000 bushels, or about three 
times as much as in 1941. 

Futures transactions in soybeans, which 
felt the stimulating effect of sharply rising 
prices during the earlier part of the fiscal 

year, increased to the all-time high of 
681,656,000 bushels. Since last winter, how- 
ever, the turnover in this commodity has 
declined markedly, influenced apparently 
by the ceiling price on soybean oil. 

Futures trading in wheat totaled 3,831,- 
001,000 bushels, the lowest volume of the 
years for which the Agricultural Marketing 
administration has records, going back to 
1921. 

@ HUNTTING ELEVATOR, Everly, Iowa, is 
undergoing extensive improvements which 
include construction of a new feed ware- 
house, widening of the driveway and in- 
stallation of new dump. 


@ VIVIAN SARGENT, daughter of Mr. and 
Mrs. A. E. Sargent, Des Moines, Iowa, was 
married on Aug. 9 to W. F. Williams, for- 
merly of Des Moines. The wedding took 
place at Long Beach, Calif, where both 
young people are employed in the Doug- 
las Aircraft plant. 
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ODT Order No. 17 
Eases Restrictions 

The Office of Defense Transportation has 
issued general order No. 17 which will 
supplant orders No. 4 and 5 and parts of 
No. 6, previously reviewed in The Feed 


Bag. The main provisions of this new 
order follow: 


l. Effective August 1, 1942 all trucks 
operated by contract and private carriers 
in over-the-road service must be loaded 
to capacity on a considerable portion of 
the trip out or back and the operator must 
use due diligence to obtain a full load 
over the entire round trip. 

2. On and after September 1, contract 
and private carriers must endeavor in 
good faith to rent or lease a truck prior 
to its departure from any point without a 
load. This will include registering any 
truck for which no load has been obtained 
with a joint information office (now being 
established by ODT in principal towns). 

3. Contract and private carriers must re- 
duce their total mileage by at least 25 per 
cent as compared with the corresponding 
month last year. 

4. All special deliveries, except to hospi- 
tals, all call-backs and more than one de- 
livery to the same point from any one 
point of origin, are banned. 

5. Truckers must eliminate all wasteful 
operation and duplication of parallel serv- 
ices and curtail schedules and services to 
the extent necessary to comply with the 
order. 

6. Truck speed must be limited to 40 
miles per hour. 

7. Tires and equipment must be con- 
served and maintained. 

8. Owners must lease or rent their mo- 
tor trucks whenever practical or necessary 
to comply with the order. 


Certain exemptions have been made for 
various trucks including those “engaged 
exclusively in the transportation of farm 
supplies to a farm or farms.” This will in- 
clude most trucks delivering feed. The ex- 
emption granted these trucks extends only 
until October 31, 1942. Such trucks, up 
until October 31, need not: 

1. Reduce mileage by 25 per cent. 

2. Make only one delivery per day from 
any one point of origin to any one point of 
destination. 

3. Need not rent or lease truck space to 
others where possible. 


OPA Provides For 
Ceiling Adjustments 


Price Administrator Leon Henderson has 
announced methods of adjustment of ceil- 
ing prices where individual ceilings work 
a distinct hardship. Under the new regula- 
tion adjustments can be made under the 
following circumstances: 

1. If a retailer can show that his maxi- 
mum price is abnormally low in relation to 


competition and cause him substantial 
hardship. 


2. If any seller (not including a retailer) 
can show that his maximum price is ab- 
normally low in relation to his competition 
and causes him hardship and that the ad- 
justed price will not cause an increase in 
the general level of retail prices. 

3. If any seller, including retailers, seeks 
relief on any other basis if the case is 
typical of other sellers suffering similar 
hardship and if the granting of relief will 
not jeopardize the purposes of the price 
regulation. 

Previously provision was made for out- 
of-line price adjustments by retailers only 
but now it is possible for wholesalers and 
manufacturers suffering hardships to get 
price adjustments. 


OPA Sets Ceiling On 
Marine Animal Oils 
The OPA has announced ceiling prices 
on six marine animal oils and one process- 
ed animal oil, revising the fats and oils 
price structure. The schedule follows: 
Tank cars, f.o.b. American ports, all du- 
ties and taxes paid, in cents pound: 


Whale oil, crude No.1 ........... 11.25 
Sperm oil, crude No.1 ............ 775 
Menhaden crude, f.o.b., producers’ 
plant, Atlantic coast ............ 8.90 
Sardine oil, crude, f.o.b., producers’ 
Plant Pacific coast ............. 8.90 


Sardine oil, hydrogenated 52°, f.0.b., 
producers’ plant Pacific coast .. .10.90 

Herring oil, crude, f.o.b., Seattle ... 8.90 

(a)—The usual or normal differentials 
for grades, above or below those listed, 
shall continue to apply. 

(b)—The usual or normal differentials 
for type of container shall continue to 
apply. 

(c)—No marine animal oil shall be sold 
at a premium because of its vitamin con- 
tent, unless such oil is purchased for use 
because of its vitamin content and con- 
tains more than 75 vitamin D units per 
gram. If purchased for its vitamin content, 
it may command the usual and normal 
premium for such vitamin oil, which it 
commanded on October 1, or November 
26, 1941: Provided that this schedule shall 
not apply to any vitamin oil for which a 
maximum price has been or may be estab- 
lished by a maximum price regulation. 

@ O. J. MICKEY, Kansas City, Mo., has 
accepted the position of milling engineer 
for Cargill, Inc., Minneapolis. For the past 
17 years he has been flour, feed and cere- 
al mill engineer for the Jones-Hettelsater 
Construction Co., at Kansas City. 
MINERAL MEN TO MEET 

The annual meeting of the Mineral Feed 
Manufacturers association will be held on 
Friday, Sept. 11 at the Olympia Fields 
Country club, Olympia Field, Ill. A busi- 
ness session will be held in the morning 
and the afternoon will be devoted to the 
annual golf tournament. 
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Get The Scrap 


VY AR production during the critical . 
months ahead will be seriously ham- 


pered unless scrap and junk can be kept 
freely flowing, in increasing quantities, to 
war plants producing materials for our 
fighting forces. 

The federal government, through the 
conservation division of the War Produc- 
tion Board, is now launching a stepped-up 
salvage program, designed to bring about 
a continuous flow of scrap metals, rubber 
and other materials vitally needed for the 
war effort. 

This follows the whirlwind rubber drive, 
conducted by the petroleum industry, which 
was designed primarily to measure the 
amount of scrap rubber collectible. The 
general salvage program will continue ef- 
forts to obtain vitally needed scrap rubber 
at the same time stimulating also the col- 
lection of scrap metals and other equally 
critical war materials. 

Normally, large quantities of waste ma- 
terials are collected by junk peddlers and 
by certain collecting charities. But the 
enormous volume now needed for war pur- 
poses far exceeds the facilities of these 
agencies, which can not reach every home 
and every farm. 

To build a bridge between the homes of 
this country and the yards where waste 
materials are sorted, graded, processed, 
packed and shipped will require an army 
of volunteer workers and large numbers of 
collection depots. To help supply that 
army and those depots is the purpose of 
this plan. 

Feed dealers, feed manufacturers, job- 
bers and everybody can help. Companies 
can render valuable service to the nation 
by donating part of their commercial radio 
time, press and poster space and collateral 
promotional material to the subject of sal- 
vage and by publicizing it through com- 
pany house organs. 

Here are other suggestions as to how the 
feed industry can help: 


a. Loan their organizations to 
strengthen activities of local salvage 
committees, and to help set up and 
energize official committees in com- 
munities which do not have them. 


b. Provide official receiving depots 
to accept for local committees dona- 
tions of scrap rubber and scrap metal, 
or help local committees locate depots 
on vacant lots, in empty buildings, etc. 

c. Volunteer manpower and equip- 
ment to aid local salvage committees 
in canvassing every home, farm and 
commercial establishment. 

d. Comb their own premises for 
every pound of scrap metal and scrap 
rubber. 

To impress the public with the impor- 
tance of even small amounts of scrap 
metal the following statements were re- 
leased by the conservation division of the 
War Production Board. 

These items will provide an amount of 
scrap equivalent to the scrap normally re- 
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all can cooperate 
in salvage drive 


quired to produce the steel used in the 
military items mentioned: 
* * * 
An old flatiron equals two steel helmets 
or 30 hand grenades. Nine old flatirons 
equal one 6-inch shell. 


* * * 


A garbage pail equals 1,000 .30 caliber 


inral MeatMeal 


cartridges. One hundred and eleven gar- 


bage pails equal one 75-mm. howitzer. 
* * * 


One old wood or coal kitchen stove 
equals ten 4-inch shells. Ten stoves equal 
one scout car. 

* * 

One set of skid chains equal 20 37-mm. 
anti-aircraft shells. Seventy-five sets of 
chains equal one 16 inch projectile. 


Five bathtubs equal one '/2-ton truck. 
* 

One lawn mower equals six 3-inch shells. 
Two hundred and fifty-two lawn mowers 
equal one 3-inch anti-aircraft gun. 

An old farm disc (420 lbs.) equals 210 
semi-automatic light carbines. 


CHOICE 


TIMES 
OVER: 


— that’s 


THE 2 FOR 1 HOG SUPPLEMENT 


N America’s greatest hog raising state 
nearly 6 times as many farmers are now 
feeding Sargent Minral Meat Meal as any 

other single brand of protein-mineral hog sup- 
plement. This fact, just revealed in a state- 
wide, impartial survey, tells why Minral Meat 
Meal is really going to town in such a big way 
for dealers all over the hog belt. 


WRITE 


Pays you a grand profit — yet you can sell it 


to farmers at no more than the average price 
for our of minerals alone. Gives hogs both minerals 
profitable and proteins in one bag — and feeds TWICE 
dealer as far as tankage. 
propos" SARGENT & COMPANY 
—Or Ask Over Half a Century of Quality 
Your Sargent 
Representative DES MOINES, IOWA 
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Wheat 


/rces at which farmers and others 
may purchase feed wheat for August 
delivery range from 74 to 99 cents per 
bushel according to figures released by 
the United States department of agricul- 
ture. The action follows recent congression- 
al provision for the sale of 125 million 
bushels of government-owned wheat at 
prices not less than 85 per cent of the 
parity price for corn. 

Prices and information on the govern- 
ment wheat feed program will be avail- 


prices for august 
announced by usda 


able at the county and state offices of the 
Agricultural Adjustment agency, and at 
the offices of the Commodity Credit Cor- 
poration in Chicago, Kansas City, Minnea- 
polis, and Portland. 

Wheat feed prices for September deliv- 
ery will be 2 cent per bushel more than 
prices announced for August, and the 


FROM BUILDING PULLETS 


TO MAKING EGGS > 


Sterling Poultry Supplement, 2674 


Here is simplified feeding for your poultry- 
raising customers! Free choice with grains 
— hoppers filled once a day — one pound 
per hen per month. That's the story of Ster- 
ling Poultry Supplement. Experiment sta- 
tion tests have verified economy of 26% 
protein. Good for growing pullets or laying 
hens! Push Sterling Poultry Supplement 


26% — Now! 


Minneapolis 


NORTHRUP, CO. 


DEPENDABLE SINCE 1884 


Minnesota 


prices will be raised another 1/2 cent for 
October delivery. It is estimated that such 
selling prices in October will closely ap- 
proximate 85 per cent of corn parity and 
consequently be very near the corn loan 
rate for the 1942 crop. Wheat feed will be 
shipped by the CCC in carload lots, but it 
is expected in most areas local elevators 
will be handling the sales in smaller lots. 

Farmers who have resealed 1941 loan 
wheat stored on their farms may redeem 
their loans at the wheat feed price for 
feeding only, except in soft red winter 
wheat areas. Because of the increasing 
shortage of soft red winter wheat supplies 
for milling and seed, there will be no 
further sales or redemptions of this class 
of wheat for feed. 

Following are minimum and maximum 
feed wheat prices for states, as established 
for August delivery: 


.99 
.94 to .99 
.80 to .89 
.99 
-79 to .85 
.78 to .84 
95 to .97 
Massachusetts ................ .99 
82 to .93 
.97 
-79 to .88 
New Hampshire ............... 99 
.97 
New Mexico .................. .87 to .96 
.92 to .99 
moth Caroling ................ .99 
Dakota -74 to .79 
Pennsylvania ................. 91 to .97 
.99 
pouth Caroling ............... 99 
-74 to .79 
95 to .99 
Went Virginia 91 to .97 
— — 


@ HOMER J. BRUNDAGE, chief grain in- 
spector, Toledo Board of Trade, has re- 
signed and will be succeeded by Ralph 
Fasnough, formerly assistant chief inspec- 
tor. Mr. Brundage, who has been in the 
employ of the Board of Trade for 28 years 
will continue in an advisory and inspec- 
tor’s capacity. 
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Feed Dealers 
About Check Artist 


Feed dealers and grain elevator oper- 
ators are being cautioned by the Indiana 
state police to be on the lookout for Bed- 
ford Forest Hughes, who is wanted for issu- 
ing fraudulent checks. 

The check artist, who has been operat- 
ing in southeastern Indiana recently, usu- 
ally appears at a feed store or elevator on 
Saturday afternoons where he purchases 
feed or fertilizer saying he will come back 
later on and pick it up. He then offers a 
check in payment, usually between $35 
and $50, often for $42.50. He accepts the 
cash difference in the check and his order 
and never returns for the merchandise. 

He is described as being about 45 years 
old, 6 feet 1 inch tall, and weighs about 
200 pounds. He has thin hair, gray eyes 
and sometimes wears glasses. He general- 
ly dresses in overalls and sometimes wears 
a sun helmet. Feed dealers are urged to 
notify the nearest police department if he 
is observed. 


Government To Push 
Feed Wheat Program 


Government owned wheat, accumulated 
through recent years of bumper crops, will 
be pushed into livestock consumption even 
more vigorously and at lower prices in the 
near future, according to predictions of fed- 
eral trade experts. 

The government has been offering feed 
wheat since mid-January at prices sub- 
stantially below the market and is reported 
to have disposed of 35,000,000 to 40,000,000 
bushels, through the Commodity Credit 
Corp. 

For some time the CCC has been offer- 
ing feed wheat at around 89 cents a bush- 
el in the Chicago territory. This has been 
slightly higher than the price of corn. The 
law permits sales of wheat as low as 85 
per cent of the corn parity price and gov- 
ernment agents now are preparing a sche- 
dule of prices, set up by counties similar 
to the corn loan program, which will per- 
mit a reduction in feed wheat prices. These 
reductions will vary according to locality 
but in Chicago lowering of as much as five 
to six cents is possible it was said. 

Efforts to move feed wheat into consump- 
tion are being pushed by the CCC be- 
cause of the need for storage space for 
the new crop and the general recognition 
that corn supplies must be conserved. As 
it now stands the government has left only 
about 47,000,000 bushels of corn with which 
it must meet lend-lease export require- 
ments and supply distillers manufacturing 
industrial alcohol. More than a year ago 
its supply exceeded 200,000,000 bushels. 
The CCC recently reported that has stop- 


ped offering its corn to industrial users. 


@ FARMERS ELEVATOR & EXCHANGE, 
Palmyra, Mo., has installed Superior CC 
elevator cups. 

@ HAROLD BUSH, Pecatonica, IIll., has 
opened a new feed store in the Sewalson 
building on E. Fourth street formerly occu- 
pied by the Ihme garage. 
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@ HOWARD ADAMS, 70 Porterville, N. Y., 
head of the Porterville Flour & Feed Mills, 
died July 9. 

@ ST. CLAIR MILLS, Fort Recovery, Ohio, 
operated by Dick Staugler and Ralph Heil, 
has installed a new Sidney vertical feed 
mixer. 

@ JAMES J. FITZGERALD, 64, Indianapolis, 
Ind., president of the Grain Dealers Na- 
tional Mutual Fire Insurance Co., died 
July 1. 

@ BEN H. STUBBLEFIELD, McLean, IIl., 
has resumed operation of his grain and 
feed business. During the past year the 
elevator and mill were leased by the Fed- 
eral-North Iowa Grain Co. 


GOW? weep Virani 


For rapid, economical growth 
and heavy milk production 


To dairy animals—throughout their lives—calcium and 
phosphorus are essential. Yet they cannot utilize these 
minerals efficiently without Vitamin D. 


Calves need Vitamin D for best growth and sound bone 


development. 


Heifers and Dry Cows need ample Vitamin D to help build 
the bones of unborn calves and store calcium and phos- 
phorus for milk production. 


Milkers need the help of Vitamin D in absorbing and utilizing 
calcium and phosphorus for milk production. 


Sunshine is of little value in supplying Vitamin D in winter 
and early spring or when animals are kept indoors. Also, sun- 
cured roughage, even when high in quality, may vary widely 
in Vitamin D potency. The answer to this problem is to 

put ‘Vitamin D insurance’’ into feeds for four-footed 
animals. Gain bigger sales—and satisfied customers— 


by fortifying your feeds with 


FLEISCHMANN’S 
IRRADIATED DRY YEAST TYPE 9-F 


Guaranteed to contain 9,000 U.S.P. units of Vita- 
min D per gram, or 4,000,000 units per pound. Sup- 
plies Vitamin D for four-footed animals at a cost 
of only a few cents per ton of feed. Easy to mix. 
STABLE in feeds and mineral mixtures.Write to- 
day for booklet, prices and name of distributor in 


your territory. 


Special Products Department FB-8 
STANDARD BRANDS INCORPORATED 


595 Madison Avenue 


@ ASA STRAIT & SON MILLING CO., 
Williamston, Mich., suffered damage esti- 
mated at $10,000 recently when fire de- 
stroyed the firm’s plant on N. Putnam 
street. 


@ JOHN W. TRINLEY, Linfield, Pa., a mem- 
ber of the Jacob Trinley & Sons, feed firm, 
died July 25. 
——— 

@ BEAR CREEK ELEVATOR, Bear Creek, 
Wis., has purchased Superior CC elevator 
cups from the Strong Scott Mfg. Co., 
Minneapolis. 


@ MT. CORY ELEVATOR, Findlay, Ohio, 
formerly operated by A. H. Hosler has 
been purchased by the Hancock County 
Farm Bureau Cooperative association. 


New York, N. Y. 
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A N excellent way in which every bit of 
belt pull can be eliminated from shaft 
bearings is shown in the sketch herewith. 
Shaft deflection due to belt pull is there- 
fore eliminated also. This method requires 
less space, and instead of two additional 
bearings as are sometimes used, there is 
only one—a roller bearing which consumes 
less power than ordinary plain bearings. 
The sketch shows how, by turning down 
the housing E of the motor if possible or 
by casting such a housing and attaching 
to the motor and then mounting the pulley 
on this housing, and equipping with roller 
bearings B, between the pulley and hub, 
all the belt pull falls directly upon the 
shaft housing. The flexible coupling “F” 
shown at the left is keyed onto the shaft D 


Shaft 


and is connected to the pulley A by means 
of bolts, G, or other methods familiar to 
all who use flexible couplings. 


By applying this method there can be 
no binding or deflection in the shaft and 
friction is reduced to the minimum. No 
more space is used here than when the 
pulley is placed as it often is, on the end 
of the shaft, thereby giving the undesired 
overhang. With this method the force on 
the shaft is purely a twisting or torsional 


New Plant for Peavy 


Here is a new and outstanding plant we just com- 
pleted for Peavy at Green Valley, Minn. It consists 


of Elevator, Feed Mill, Sales 


Room, ete., and is fully 


equipped for efficient and economical operation. 


You, Too, Can Profit By Our 


60 Years’ Experience 


Whether you build or remodel, you will want to know 
what Ibberson has to offer. Write us in full confidence and 


without obligation. 


PANY 


is eliminated by 
this simple kink 


action—an ideal condition. The only bend- 
ing is that caused by the weight of the 
shaft itself plus whatever the shaft sup- 
ports. 

If desired, ball bearings may be used in 


A 


Cc 


place of the roller bearing shown. Or, if 
roller or ball bearings are considered too 
expensive, simply use a plain bearing in- 
stead of the anti-friction type. In any 
event this arrangement is more satisfactory 
than where we have an overhanging pul- 
ley. Its first cost may be greater, but in 
many instances first cost is of much less 
importance than space and power saving. 

@ RADFORD GRAIN CO., Radford, IIL, 
has purchased Superior DP elevator cups 
from the K. I. Willis Corp., Moline, Ill. 

@ HAUTER & RUSSELL FEED STORE, Tis- 
kilwa, Ill., has opened new headquarters 
in the Hauter building. 

@ WILLIAM D. JAMES, Fort Atkinson, Wis., 
president of the James Mfg. Co., has been 
awarded the Cyrus Hall McCormick medal 
for 1942 in recognition of “Exceptional and 
meritorious engineering achievement in 
agriculture.” 


@ EARL L. MONNIER, 47, Charles H. 
Monnier & Son, Utica, N. Y., died recently 
at Rochester, N. Y., following a short ill- 
ness. He had been associated with the 
feed and grain firm for a number of years 
and was an active member of the Eastern 
Federation of Feed Merchants. 


HEADS VITAMIN DIVISION 
Hoffmann-La Roche, Inc., Nutley, N. J., 
have announced the appointment of H. G. 
Walter as manager of the firm's vitamin 
division at Kansas City. Mr. Walter has 
been associated with the General Foods 
Sales Co., New York for the past 18 years. 
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EXPENSIVE 
“Isn't that expensive for a little pillow?” 
“Well, you see, ma’am, down is up.” 
* * * 
PROOF 
“You know, I think that new recruit 
used to be a bookkeeper.” 


CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION ~— Why?” 


MYSTERY 
Drunk (looking at moon's reflection in 
the water): What's that down there? 
Cop: That's the moon. 
Drunk: Mygosh, how did I get away up 
here? 
* * * 
NO DOUBT 
In the parlor there were three— 
The girl, the lamp, and he. 
Two is company, no doubt 
That is why the lamp went out. 
* * * 


Always hold your head up, but be sure 
to keep the nose at a friendly level. 
* * * 
CLEVER DOG 
Guest: “Your dog seems very clever.” 
Feed Dealer: “Clever! I should say so. 
I have only to say, ‘Are you coming, or 
aren't you?’ and he either comes or he 
doesn't.” 
* * * 
NO BUSINESS 
“Some folks won't mind their business, 
The reason is, you'll find, 
They either have no business, 
Or else they have no mind.” 
* * * 
Good intentions are like choice fruit— 
very perishable and difficult to keep. 
* * * 


TOUGH 

The Hawaiian language has an alpha- 
bet of only 12 letters. hnagine conducting 
a war with governmental agencies and 
bureaus limited to the number of letter 
combinations one could obtain from so 
stingy an alphabet. 

* 

The world may owe every man a living 

—but some of us are poor collectors. 
* * * 
WRONG NUMBER 

The telephone rang in the press room 
at the White House. The reporter who 
picked up the receiver heard a Negro 
voice saying: “Hello — is this Doctah 
Adams?” 

“No,” answered the reporter, “this is 
the White House.” 

“Oh, the White House,” said the voice, 
hesitatingly. “Excuse me, Mistuh Presi- 
dent!” 

* * * 
MADE THE GRADE 

A big, fine-looking young feed dealer 
walked into the recruiting office and said 
he wanted to join the navy. An official 
asked him: “What are your qualifica- 
tions?” 

“What?” the man asked. | 

“Are you a mechanic, plumber, radio 
operator, machinist, or just what do you 
want to do?” 

“Do you have any place for a good 
fighter?” the fellow asked. 

He's now in the navy. 
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“Well, every time he stands at ease he 
tries to put his rifle behind his ear.” 
* 


COOL 
When were you born?” asked the ser- “The human is the only animal that 
geant of the recruit. can be skinned twice.” Fr 
“December, 1917,” replied the man. 
“Ah,” mused the sergeant, “I well re- NOT PARTICULAR 
call that winter. It was bitterly cold.” Gal: Would you come to my aid in 
“I'll say it was cold,” said the recruit. distress? 
“I was brought by a penguin. The stork Gob: I wouldn't care what you were 


couldn't make it.” wearing. 


It's easy enough not to make money in the feed 
business. As too many have found to their 
SOIrOW. 


It takes right-buying, it takes quality products, 
it takes dependable service, it takes “knowing 
your oats” to operate profitably. 


That's why so many who “know their oats” 
order them from Doughboy. 


Write Us Today for Quotations: 


Feeding Rolled Oats 
Feeding Oat Meal 
Steel Cut Oats Ground Oats 
Whole Oat Groats 
Pulverized Oats Ground Barley 


DOUGHBOY MILLS 


NEW RICHMOND. WISCONSIN 
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—ironing out 
(Continued from Page Thirty) 


storage space. At the present time custom- 
ers are being invited to place their next 
year’s orders which will be stored by the 
company until needed. The fuel side of the 
business grew so rapidly that new quarters 
became necessary and in 1935 the new 


HERMAN W. WURST, owner 
of the West Side Feed & Fuel 
Co., is shown at right above, 
as he watches employes un'oad 
his first carload shipment of 
paint. 


building was occupied and the name was 
changed from West Side Feed Co. to West 
Side Feed & Fuel Co. 


One of the first things that must be 
determined in working out a program for 
capacity operation is customer need. 
Should the merchandise be selective, high 
quality, or low priced? At the West Side 
Feed & Fuel Co. a merchandising plan 
was formulated that consisted of trial 
stocking for test purposes. First, inquiries 
developed the kind of article needed, then 
a small shipment was taken for test pur- 
poses. For instance, calls for paint, fol- 
lowed by inquiries among regular cus- 
tomers, brought out the fact that there 
was a big potential market for this item. 
On this basis a considerable paint trade 
was developed in to a profitable business. 
The location of the store indicated that a 
stock of quality hardware could be carried 
with good returns, but a test showed that 
the volume was not justified because this 
type of merchandise was not related close- 
ly enough to the general lines being car- 
ried. The city itself being a highly in- 
dustrialized center with moderately priced 
homes, a middle-of-the-road policy was 
followed with respect to general hard- 
ware. Strictly high-grade luxury items are 
kept to a minimum or ordered at request 
because of a slow turnover. However, a 
very complete line of housewares was 
added to catch the women shoppers. 

The period during which the firm ex- 
perienced its most rapid growth extended 
through the depression years of the early 
30’s, and the expansion finally culminated 
in the erection of a new building. It was 


54 


during this period that the question of 
credit extension was handled carefully. 
Mr. Wurst believes that no successful feed 
business can eliminate credit entirely and 
he doubts whether the practice would be 
entirely desirable. Credit in any business 
must of necessity be done on a trust 
basis—either a man can be trusted or he 
can not. During the depression years it 
was the practice of Mr. Wurst to clamp 
down on luxury purchases on a credit 
basis. No elaborate system of credit in- 
vestigation was used but a knowledge 
of customers was gained through personal 
talks and questioning. Often it was found 
necessary to resort to a form of bartering 
to clear up an outsatnding account; cus- 
tomers were never offended and this paid 
dividends when prosperity returned. 
Perhaps no other business offers the 
opportunities for good customer relations 
that the feed business does. The West 
Side Feed & Fuel Co. is doing a $300,000 
annual business with a steady growth 
and it is safe to say that a large factor 
in this growth is the handling of cus- 
‘omer relations. Customer relations re- 
volve around two particular features, 


namely—customer convenience and serv- 
ice. Among the customer conveniences 
are extensive parking facilities, a serve- 
yourself gasoline station, an “open door” 
policy which makes the owner's unen- 
closed office a welcome spot for customers 
with suggestions, complaints, or problems. 
Added to the customer conveniences is a 
consultation service for city farmers who 
may not be too well informed on fertil- 
izers, seeds, etc. 

Service to customers takes many forms. 
Should a farmer wish to sell a number 
of baby chicks the company accomodates 
him, feed is mixed and delivered free, 
grinding is done at cost, outlying cus- 
tomers are informed of new shipments 
and advice is freely given on priorities, 
taxes and other bothersome problems. 

In summing up his philosophy for con- 
ducting a prosperous business, Mr. Wurst 
has this to say: “The needs of typical cus- 
tomers must be established, customer con- 
fidence in the owner of the business must 
be on a sound basis; the customer is 
not so much interested in a better mouse- 
trap as he is in knowing that you either 
have or will get him a good one.” 


Handle McMillen Aduertising 


MARCY P. GETTLE 


Two changes in the advertising and 
sales promotion organization for the Mc- 
Millen Feed Mills, its parent organization, 
the Central Soya Co., and the Central 
Sugar Co., have been announced by D. W. 
McMillen, Sr., president of the three com- 
panies. 

John H. Boll, Fort Wayne, was elected 
to the presidency of Superior Advertising, 
Inc., which handles the McMillen account, 
and as such will act as account executive 
for the McMillen companies. He succeeds 
Maurice E. Cook. 

Marcy P. Gettle, also of Fort Wayne, has 
been named to handle advertising and 
sales promotion for the three companies. 

Mr. Boll came to Superior Advertising 


JOHN H. BOLL 


from Reynolds & Reynolds, Dayton, Ohio,. 


lithographers, and spent several years in 
advertising, public relations, and publicity 
work with Wayne G. Lee, managing direc- 
tor of the Dayton Chamber of Commerce. 

Marcy Gettle is a graduate of the Chi- 
cago Academy of Fine Arts and the Amer- 
ican Academy of Art. He was with the 
Meyer-Both advertising company, and was 
senior partner of Gettle-Stoll, commercial 
and advertising artists, for 12 years before 
joining the McMillen companies. 

@ JOHN GREIG CO., Estherville, Iowa, re- 
cently purchased Superior DP elevator 


cups from the Strong Scott Mfg. Co., Min- 
neapolis. 
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Find New Method Of 
Obtaining Vitamin B 


Development of a process that converts 
packing house waste into a vitamin B 
concentrate for pig and poultry feeding 
has recently been announced by the Uni- 
versity of Wisconsin. 

The process was discovered in a uni- 
versity laboratory by Allan Booth and E. 
B. Hart, after the latter accidentally learn- 
ed the high vitamin potency of the con- 
tents of the paunch, or “fourth stomach” of 
cattle, while making routine assays of the 
material. 

Research by the chemists disclosed that 
contents of the paunch are rich in ribo- 
flavin and other B vitamins, and that by 
heating the material 194 degrees Fahren- 
heit, pressing out the fluid and then evap- 
orating it at a low temperature until it is 
dry, the vitamins can be preserved. 


Record Egg Output 
Predicted For Nation 


A record production of eggs for the na- 
tion is in prospect for the remainder of 
1942, the United States bureau of agricul- 
tural economics reports. With large storage 
stocks supplementing this production, sup- 
plies for domestic consumption may be 
somewhat larger than in the latter half of 
1941 despite the increased quantities of 
dried eggs that will be purchased for ex- 
port under the lend-lease program. 

Because of the strong domestic demand, 
however, prices received by farmers for 
eggs are likely to continue to average 
higher than a year earlier. Increases over 
a year earlier in egg production are likely 
to continue into 1943 according to the bu- 
reau since a material increase in the num- 
bers of layers 4 probable as a result of 
the larger number of chickens being raised 
this year than last. 

The number of layers on farms in May 
this year was 14 per cent more than in 
May 1941 and egg production increased 16 
per cent. Output of eggs for the first five 
months of 1942 was 16 per cent larger 
than in corresponding months last year. 
The average price received by farmers for 
eggs in mid-May—26.5 cents per dozen— 
was the highest for the month since 1920 
and about 32 per cent higher than in May 
1941. Wholesale egg prices in mid-June 
were slightly higher than in mid-May. The 
egg-feed price ratio is also favorable for 
egg production, the bureau stated. 

During the latter half of 1942, supplies of 
chickens will be large relative to last year, 
it was indicated. Because of the prospec- 
tive strong demand for all meats, however, 
prices received by farmers for chickens are 
likely to continue to average higher than 
in the corresponding period of 1941. Net 
storage withdrawals of poultry in May 
were about the largest on record and re- 
ceipts of dressed poultry at principal mar- 
kets have been heavier than last year. The 
average price received by farmers for 
chickens in mid-May was 18.4 cents—l4 
per cent higher than in May 1941. Since 
mid-May wholesale prices of live fowl 
have declined slightly the bureau said, but 
prices of young chickens have strengthened. 
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@ J. B. TODD, Noblesville, Ind., owner of 
Todd's Seed & Feed store, has leased the 
elevator formerly operated by the Nobles- 
ville Milling Co. 

@ C. B. REED, Robert Donahoo, and Curtis 
A. Tiggs have been re-elected directors of 
the Farmers Elevator & Supply Co., Peter- 
son, lowa. 

@ HOMBER GIBB, 57, Wing, Ill., manager 
of the Farmers Elevator owned and oper- 
ated by Koehler Bros., Chatsworth, died 
recently. 


oe 
@ HENRY CARSTENS & SONS, Brillion, 
Wis., are installing a 1'/2-ton Kelly Duplex 
vertical feed mixer with motor drive. 


@ CHARLES HIGHSTREET, 66, Indianapo- 
lis, Ind., vice president and general super- 
intendent of the Standard Cereals, Inc., 
and widely known in the corn milling in- 
dustry, died recently. 


@ L. C. ENGEL, operator of the Engel Feed 
& Implement Co., Whitewater, Wis., has 
been appointed a voluntary farm repre- 
sentative of the United States Employment 
service. 


@ KENNETH MERRILL, 19, Kansas City, 
Mo., son of Harold A. Merrill of the Davis- 
Noland-Merrill Grain Co., died July 18. 
Death was caused by a back injury re- 
ceived almost a week earlier, while at- 
tempting a trick dive. 


Dr. by 


drounes wet 


FLOCK 


2 
WSALSBURY'S 
city. 

The best feeds 


when flocks grow sluggish. Make sure your cus- 


tomers’ birds are peppy, eat hearty, 


ductive. Push the use of Dr. Salsbury’s Avi-Tab 


in feed. 


Whether you or your customer fortifies the feed 
with Avi-Tab, a better flock condition gets better 
feed results. Users say Avi-Tab actually increases 


laying! 


Avi-Tab mixes easily with mash, contains nine 
. correctives, plus 
mold and fungus inhibiting ingredients that make i 
it useful in treating Mycosis and similar diseases. * i gap 

Produced under rigid scientific standards by a 
firm with an outstanding reputation in the field of 
poultry medicine. No wonder Avi-Tab improves feed 
Avi-Tab can be sold in the original con- 
tainer for your customers’ use, or you can mix it 


drugs ... tonics ... stimulants . . 


results! 


in the feed you sell. 


MONEY deal! 


SPECIAL DEAL 


THE IDEAL FLOCK 
CONDITIONER FOR 
CHICKENS AND TURKEYS 


regular Avi- 


Ask your Dr. 
making plan, 


A PORTION OF DR. SALSBURY'S 


FROM FLOCKS 


More sales. . 


or write: 
Charles City, Iowa. 


DR.SALSBURY’S 


PED 
WITH 


get blamed 
B USERS SAY HELPS BIRDS 
remain pro- ® “Splendid results’ in 
treatment of Mycosis.” 
(Texas) 
® ‘Chickens get off to a 
good start." (Indiana) 
‘Almost immediately 


the flock began to look 
better, get better and lay 
more. (Indiana) 


DEALERS GET RESULTS 
“Each year we are hav- 
ing a larger increase in 
(Minnesota) 
“Has produced excel- 
lent results for our cus- 
tomers.’ (Pennsylvania) 
have gained many 
customers.” 


(Texas) 


. new customers... with this special 


One pound of Avi-Tab, packed in a “Roll-Rite” 
glass rolling pin endorsed by professional chefs, at the 
Tab price. 


Full dealer profit! 


Salsbury representative about our profit- 
i Dr. Salsbury’s Laboratories, 
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A LTHOUGH, with the exception of su- 
gar, no basic food commodities are 
being rationed in the United States, some 
of our possessions have not been so fortu- 
nate. The Office of Price Administration 
last month inaugurated the rationing of 
wheat flour in the Virgin Islands, and in 
the territory of Hawaii rationing of live- 
stock feed went into effect last May. 

In order to assure equitable distribution 
of feed supplies among livestock owners 
in Hawaii, purchases of feed were only 
permitted upon presentation of rationing 
cards. Under this system feed is divided 
into four general groups: dairy feed, hog 
feed, horse feed and poultry feed. A de- 
tailed report of the number and kind of 
livestock being raised must be filed with 
rationing authorities, who set up individual 


quotas for each applicant. The issuance 
of these rationing cards is largely handled 
by vocational agricultural teachers. No 
fee is charged for this service but the ra- 
tion cards must be renewed each month. 

Feed dealers are compelled to keep a 
careful record of all sales. They can not 
sell an individual more than his card calls 
for, and each sale must be specifically re- 
corded on the buyer's ration card. This 
system prevents unnecessary buying of 
feed by large livestock owners and assures 
equitable distribution of available supplies. 


NEW CALF MEAL 


with Vitamin-Rich CONCENTRATED SPRING RANGE’ 


OFFERS DEALERS NEW PROFIT OPPORTUNITY! 


Feeders By Hundreds Trying 
This New Modernized Type of 
Vitamin-ized Calf Ration! 


New Day Dawns in Cattle Nu- 

trition as Feeders Learn How 

Vitamins Help Combat Scours, 
Pneumonia. 


New Ful-O-Pep Calf Meal May 

Save $25 to $30 as Against 

Raising a Dairy Calf on Milk 

Alone. Cuts Nursing Costs for 
Beef Herds! 


ERE’S a great opportunity to build dairy and 
beef cattle feed accounts by introducing 
feeders to new Ful-O-Pep Vitamin-ized Calf 
Meal. It’s advertised nation-wide by publications 


and radio, and inquiries from feeders pour in by 
hundreds. Now, with the new Plus in Ful-O-Pep 
Livestock Feeds — Concentrated Spring Range, 


nature’s richest vitamin combination, you have 
a rare opportunity to build a new kind of prof- 
itable feed business. For details write to 


THE QUAKER OATS COMPANY, CHICAGO, ILLINOIS 


*Trade-Mark Reg. U.S. Pat. Off. 
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of feed and flour 
inaugurated 


This plan of feed rationing proved suc- 
cessful and efficient during the one month 
period that it was in effect. However the 
arrival of substantial amounts of livestock 
feed made possible a 30 day suspension of 
the order. But the suspension is only tem- 
porary and feed rationing will again be 
put into effect whenever necessary. 

In the meantime livestock owners were 
asked not to increase the size of their 
flocks and herds. They were told that, “It 
would be considered proper for the aver- 
age feeder to buy a 30 or 60 day supply, 
but not more.” 

The flour rationing order in the Virgin 
Islands applies to the islands of St. Thom- 
as and St. John but excludes St. Croix, the 
third island in the group. War rationing 
books, similar to those already in use in 
the United States for sugar purchases, 
were issued to the 12,000 inhabitants of 
the two islands. Under the present order 
each person is limited to two pounds of 
flour a week. 

All flour consumed on the island must be 
imported and the shortage recently be- 
came so critical, according to Jacob A. 
Robles, director of OPA in the Virgin Is- 
lands, that one bakery on St. Thomas was 
forced to suspend sales. An appeal to the 
armed forces on the island was answered 
with the loan of enough flour to keep the 
bakery running for a two-week period on 
a reduced scale. 

— — 
@ OSGOOD GRAIN CO., Versailles, Ind., 
has installed a new Kelly Duplex vertical 
feed mixer. 


@ G. D. LECKRONE has purchased the 
Huck Bros. feed store at Beverly, Ohio. 
The business will be operated under the 
name of Beverly Feed & Supply. 

 @—— 


@ WILL K. MILLER, Orlando, Fla., adver- 
tising manager for S. Howes Co., Silver 
Creek, N. Y., is spending the month of 
August at his former home in New York 
state. 


MILK COWS AVERAGE $110 

Prices received for milk cows sold by 
Wisconsin farmers dropped slightly from 
June to July but are much higher than a 
year ago, according to the crop reporting 
service of the United States department of 
agriculture. The average farm price of 
Wisconsin milk cows was $110 per head in 
July compared with $89 per head a year 
ago. A drop of $2 per head occurred from 
June to July. For the first seven months of 
this year milk cow prices averaged $30 
per head more than for the corresponding 
period in 1941. Milk cow prices this year 
in Wisconsin have been the highest since 
1929. 
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WALTER BURTON 


Walter Burton, Arlington, Tex., nationally 
known livestock and poultry judge, has re- 
cently joined the sales and service staff 
of the Burrus Feed Mills, Dallas, according 
to an announcement by Wiley Akins, gen- 
eral manager. The firm also maintains 
offices at Fort Worth and San Benito, Tex. 

Mr. Burton is a life member of the Amer- 
ican Poultry association and is on the na- 
tional committee of licensed poultry judges 
and flock inspectors. He was a member of 
the live bird exhibit committee of the 
World's Poultry conference in Cleveland 
and has judged important livestock and 
poultry shows from California to Florida. 

He has been superintendent of the Texas 
state fair poultry show, and in 1936 he was 
director of the poultry division of the Texas 
Centennial, where he supervised one of 
the most unique egg-laying contests ever 
held in the United States. 

In 1937 he was superintendent of the 
Pan-American Poultry show. He is honor- 
ary life member of the Texas Baby Chick 
association and is president of the Stand- 
ard Life-Bred Poultry association of Texas. 

@ DAVIS CLEAVER CO., has discontinued 
its poultry and feed business at Quincy, 
Ill. 

— 
@ SHARP ELEVATOR CO., Adrian, IIL, 
has equipped its elevator with Superior 
CC elevator cups. 
@ ALBERT WEBB, Buffalo, Ill., has pur- 
chased the Tennessee elevator and feed 
mill at Colchester, formerly operated by 
H. W. Newland. 

@ CARTER-VENABLE FEED CO., Rich- 
mond, Va., suffered damage estimated at 
$100,000 July 20, as a result of a fire at 
the firm's three-story, brick plant located 
at 10th and Canal streets. 
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@ LUTHER TOOL, El Paso, Ill., has pur- 
chased the El Paso Milling Co. feed mill 
from Clarence Duncan. 

@ VITALITY FEED STORE, Indianapolis, 
Ind., has been opened at 5320 W. Wash- 
ington street. 

@ KILBOURN COOPERATIVE EXCHANGE, 
Wisconsin Dells, Wis., has installed a new 
feed grinder. 

@ MILFORD COAL & GRAIN CO., Mil- 
ford, N. H., has purchased the Hazeltine 
& Caldwell feed and fuel business. The 
firm has leased the old Boston & Maine 
railroad station which is being converted 


into a modern feed store, grain office, and 
warehouse. 


UST one item alone 
... reduced repair ex- 
pense ... will pay for a 
Jacobson ECONOMY 
Electro-Magnetic SEPA- 
RATOR in a short time. 


You get better grinding 
results, too, when parts 
are not dulled by tramp 
iron. You can increase 
your sales by featuring 
“metal-free” feeds. 


@ J. FISCHER LEAKE, who a few months 
ago retired as manager of the Louisville 
branch of the Bemis Bag Co., died July 14 
at his home in Franklin, Ky. 
o@— —— 
@ KERBER MILLING CO., recently pur- 
chased Superior DP elevator cups for its 
elevator at Emmetsburg, Iowa. The instal- 
lation was made by The Strong Scott Mfg. 
Co., of Minneapolis. 
NEW SALES REPRESENTATIVE 

The New England By-Products Corp., 
Boston, Mass., have announced the ap- 
pointment of E. G. Fiss, St. Louis, Mo., as 
their sales representative in that territory. 
Mr. Fiss will handle the sales of Gorton’s 
cod liver oils and Gorton’s feeding oils in 
the St. Louis area. 


SELF-CLEANING 


Thus, the most important advantage costs you practically 
nothing—the protection against major machine damage 
and against the serious risk of fire or explosion sometimes 
caused by tramp iron. You need this protection on your 
hammermills, roller mills, attrition mills, corn cutters and 


other process machinery. 


A Jacobson ECONOMY magnetic unit is easily installed 
by your own workmen. It catches and holds securely 
(until released) all sizes and shapes of iron pieces—in- 
cluding bearing balls, the real test of a magnetic sepa- 
rator. It has class “A” approval. Write now for full 


information. 


A. E. JACOBSON MACHINE WORKS, Inc. 


1076 Tenth Avenue S. E. 


Minneapolis, Minn. 


Grinders — Corn Cutters — Feed Mixers 
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TO EXECUTIVES: 


NOW YOU CAN HELP 


The Treasury’s decision 
to increase the limitations 
on the F and G Bonds 
resulted from numerous 

requests by purchasers who asked the 
Opportunity to put more money into 
the war program. 


This is not a new Bond issue 
and not a new series of War Bonds. 
Thousands of individuals, corpora- 
tions, labor unions, and other organi- 
zations have this year already pur- 
chased $50,000 of Series F and G 
Bonds, the old limit. Under the new 
regulations, however, these Bond 
holders will be permitted to make 
additional purchases of $50,000 in 
the remaining months of the year. 
The new limitation on holdings of 
$100,000 in any one calendar year in 
either Series F or G, or in both series 
combined, is on the cost price, not on 
the maturity value, 


Save With... 


Series F and G Bonds are intended 
primarily for larger investors and may 
be registered in the names of fiduci- 
aries, corporations, labor unions and 
other groups, as well as in the names 
of individuals. 


The Series F Bond is a 12-year 
appreciation Bond, issued on a dis- 
count basis at 74 percent of maturity 
value. If held to maturity, 12 years 
from the date of issue, the Bond draws 
interest equivalent to 2.53 percent a 
year; computed on the purchase price, 
compounded semiannually. 


The Series G Bond is a 12-year cur- 
rent income Bond issued at par, and 
draws interest of 2.5 percent a year, 
paid semiannually by Treasury check. 

Don’t delay—your “fighting dollars” 


are needed now. Your bank or post 
office has full details, 


War Savings Bonds 


This space is a contribution to America’s All-Out War Program by THE FEED BAG 
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— making profit 
(Continued from Page Twenty-six) 


something special is offered. This is follow- 
ed by a classified advertisement in the tele- 
phone directory and space in the school 
annuals. “This latter is strictly a matter of 
goodwill building,” Mr. Martin pointed out. 
“While perhaps no actual results are ever 
directly achieved from this advertising, we 
do earn the good will of students and their 
parents, all of which counts on the profit 
side of the ledger down through the years.” 

A stern policy on credit also helps on 
the profit angle. ‘More than 90 per cent 
of our business is conducted on a cash 
basis,” Mr. Martin explained. Every deal- 
er who extends credit, sooner or later gets 
caught. Recently a man to whom we had 
sold more than $1,000 worth of feed and 
seeds at different times, moved out of the 
county. He left owing us $60 which means 
we'll have to sell over $1,000 worth of mer- 
chandise to make up for that loss. This is 
one of the reasons we hold as nearly to a 
cash basis policy as it is humanly possible 
for us to do under our set-up.” 

The custom-grinding equipment is lo- 
cated in the rear end of the store building 
shown in the accompanying photograph. 
A wide alley affords good unloading and 
loading facilities. Ample storage for stocks 
and merchandise supplies is available on 
the second floor which is serviced by a 
hand-operated elevator. 

“A feed and seed business does not 
need to be large to be successful,’ said 
Mr. Martin in summing up. “Profits are 
more important any time than a large 
volume of sales.’ He bases his success on 
good equipment, finding more than one 
outlet for his merchandise, diversifying his 
goods with as many nationally advertised 
brands and lines as his community will be 
glad to buy, finding and keeping a good 
location conveniently reached, honestly 
conducted advertising programs season- 
ably handled, and a strict credit policy 
topped off with satisfactory service to all 
customers, whether they be large or small, 
or whether they live in town or on the 
farm. 

——_— 
@ R. V. LEE, Dysart, Iowa, has started 
construction of a new feed mixing house 
just north of his elevator. 

@ HERBERT BRYANT, INC., Gaithersburg, 
Md., suffered heavy damage last month 
when fire destroyed the feed mill and 
warehouse. 


ON ADVISORY COMMITTEE 

Several members of the feed trade are 
included on the advisory committee recently 
appointed by Joseph B. Eastman, ODT di- 
rector, to work with A. V. Bourque, chief 
of the tankcar service section, in devising 
means or reducing tankcar requirements 
for movement of vegetable oils and pack- 
ing house products. The committee in- 
cludes G. D. MacLean, Central Soya Co., 
Decatur, Ind.; A. M. Hall, Spencer-Kellogg 
Co., Buffalo, N. Y.; W. A. Mayfield, Swift 
& Co., Chicago; T. C. Burwell, A. E. Staley 
Mfg. Co., Decatur, Ill.; and F. R. Hysell, the 
Glidden Co., Cleveland. 
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JOINS KENT BAG CO. 

The appointment of B. T. Erwin, presi- 
dent of the Erwin Bag Co., Houston, Tex., 
as general sales manager of the Percy 
Kent Bag Co., Kansas City, Mo., has been 
announced by Richard K. Peek, vice presi- 
dent and general manager of the Kansas 
City plant. Mr. Erwin will make his home 
at Kansas City. 


@ DR. LOUIS E. HAWKINS, for the past 
seven years agricultural commissioner for 
the Kansas City Chamber of Commerce 
has been named vice director of the Okla- 
homa Agricultural Experiment station at 
Stillwater, Okla. 


@ T. W. BROOKS FEED STORE, Cynthiana, 
Ky., has moved from S. Walnut street to a 
new location in the J. R. Jones building on 
Pike street. 


HEADS PECOS MILL CO. 

Mrs. Roy Lochhead, was re-elected pres- 
ident and general manager of the Pecos 
Valley Alfalfa Mill Co., Chandler, Ariz., at 
the annual election of officers recently 
held. Hal Bogle, who has purchased a half 
interest in the company was named chair- 
man of the board; Roy Lochhead, Jr., now 
in the army, was elected vice president; 
William Boyle, vice president and J. C. 
Hearn, secretary-treasurer. 


+ DRY CARRIER 


A Dependable "Dry D'' New in Form and New in Ease of Handling, 
for Your Poultry and Animal Feeds. The Utmost in Economy. 


So easy to mix in all your feed formulae. VitanDry solves the problem of 
mixing the oil particles in your feeds. No more congealing in cold weather. 


The finest and most dependable source of Vitamin D that you can use to 
blend with A & D Oils to conform with government regulations — Limita- 
tion Order L-40 — conserving Vitamin A. 


VitanDry is available in two potencies —400D and 2000 D—the 400D 
for formulae now adjusted to 400D Oils . . . if desired, 2000 D when you 
prefer to work with higher concentrates to save space, reduce handling. 


MADE BY THE WELL KNOWN AND LONG ESTABLISHED 
PRODUCERS OF 


VITAND— 


THE "A" AND "D" OIL OF EXCELlence AND LONG 
ESTABLISHED USAGE. VITAND IS AVAILABLE AS 


ALWAYS, AND YOUR ORDERS ARE REQUESTED. 
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— selling 


(Continued from Page Twenty-four) 


ears forward; but you can’t impress that 
fact on the buyer! A cow with her head 
down is as good as a cow with her head 
up—unless you are trying to sell her! In 
the years I’ve been selling cattle I've 
learned it's cheaper, better and more sat- 
isfactory all around to sell by mail than to 
sell to the man who comes to your farm. 
You know the value of your cattle, and I 
know the value of my cattle better than 
any outsider can ever know them. When 
a buyer comes to our farm to buy a bull 
I feel the selection is his responsibility. 
But, if he writes me to pick one for him, 
the responsibility is clearly mine. 
Selling by mail requires, first of all, a 


good photograph. It may be taken with 
an ordinary camera. This picture must not 
be retouched; but it must show, in most 
appealing manner, what is to be sold. In 
the case of an animal, attention is attract- 
ed most by alertness, whether you are 
selling a dog or a bull. An alert cow has 
her head up and ears forward. If she is 
an animal of good type (and that is the 
point you are going to emphasize) she 
should be posed to best show off her rump, 
her udder, her depth, her heart girth. 
Take her picture when she is most at- 
tractive; let us say, just before freshening. 
Let her stand so her topline is straight and 
parallel to the ground or the horizon. Don't 
take the animal's picture until she is clean- 
ed and brushed well, and don't use the 
manure spreader for a background. 


As a miller you have been assigned a vital part 
in the program of conserving and expanding the 
Nation’s supply of feed and food. Are you 


equipped to keep your mill running? 


Prater Service is ready for your call. 


PRATER PULVERIZER COMPANY 


1825 S. 55TH AVENUE 


DO) Blue Streak 
Standard 


Blue Streak 
Advance 


CHICAGO, ILL. 


0 Blue Streak 


Streamliner ixer 


PRATER PULVERIZER COMPANY — 1825 S. SSth Ave., Chicago, Iil. 


Please send information on 
equipment I have checked. 
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When you have her posed properly, get 
her head up and ears forward. Make her 
say, “What's that?” There’s only one way 
to do it. Have someone, at least 25 yards 
away, in hiding. When you are ready to 
snap the picture, let your assistant step 
out and open an umbrella—preferably a 
red umbrella. As soon as she guesses what 
it is, the opportunity is over. You must 
keep her guessing! 

Step three in selling is to reach the 
largest number of people who might be 
interested in what you have to offer. An 
attractive photograph, pointing out the 
really valuable factors, is hard to get. A 
good word-picture dramatizing these points 
calls for time and thought. Most of all, the 
object you are selling may be scarce from 
a quality standpoint. You can't afford to 
get the stage all set for “the folks around 
here.” You don't want 20 lukewarm pros- 
pects. You want, let us say 10,000. 

The fourth step in selling is to have an 
attractive piece of literature, a form letter, 
a picture, a pedigree (or whatever is nec- 
essary) to tell the story fully and clearly. 
When you locate the man who needs what 
you have, tell him the whole story and 
tell it promptly. 

Step five is the “follow-up.” This may 
be another letter with more details. It may 
be more pictures. It may be a special urge 
to buy. But, whatever it is, it should em- 
phasize the value of the product in clear 
terms. 

Remember these “Don'ts” in selling. First, 
don't haggle about price. Set your price 
fairly and stay with it. Don’t claim more 
than you can supply. Don't be careless or 
attempt to hurry a sale. Finally, don't 
leave a buyer who is ready to buy. Close 
the sale when the buyer indicates he is 
ready to buy. 

You ask: “Do these selling principles 
apply to other things on the farm besides 
cattle, dogs, potatoes?’ The answer is, 
“Yes.” These principles of selling are not 
only A, B, C, but A to Z. They apply to 
everything from apricots to zebras. 

If “selling” is the barrier that stands be- 
tween the farmer and the goal he seeks, 
let us here and now break it down. And 
when we learn that selling, like farming, 
is really a science based upon rules or 
laws, we lose our fear of it. Perhaps we 
cannot become expert salesmen at a single 
jump but, as with everything else we 
learned to do on the farm, we can become 
efficient through practice. 

Let's practice selling as we practice 
breeding, feeding, sanitation and the han- 
dling of equipment—through the applica- . 
tion of scientific principles. 

@ WILLIAM A. NICHOLS & SON, Ship- 
pensburg, Pa., have discontinued their 
grain business. 

—— — 
@ SCHWAB GRAIN CO., has opened its 
new elevator 31/2 miles northwest of Peru, 
Ill. Albert Schwab is the manager. 
@ JAMES LOFTUS, Roseville, Ill., was 
elected president of the Dallas City Grain 
& Feed Co., at the annual meeting held 
last month. Lloyd Sparro, Lomax, was 
elected vice president and Waldo Erickson, 
Media, was named secretary-treasurer. 
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J T has long been an established fact 
that live display is one of the most ef- 
fective merchandising methods for promot- 
ing the sale of commercial feeds. There is 
much to be said for verbal arguments, 
printed literature and other forms of ad- 
vertising but when it comes to convincing 
a skeptical farmer or feeder nothing is 
more effective than an actual demonstra- 
tion. 

The Checkerboard store in Lyndonville, 
Vt., recently carried out the live demon- 
stration idea so well that it not only sold 
dozens of farmers on their particular brand 
of hog feed but as is invariably the case 
these new customers also became regular 
users of the other feeds and mashes sold 
by this firm. 

The object of the demonstration was to 
prove the value of starting young pigs 
early on balanced rations. Two young 
pigs, farrowed from the same litter and of 


LINSEED MEAL PRODUCTION UP 

Approximately 217,448 tons of linseed 
meal were produced during the quarter 
ending June 30 according to figures on 
flaxseed crushings released by the United 
States bureau of census. This figure com- 
pares with 162,942 tons for the same period 
last year and 97,403 tons for the 1938-40 
average. 


proves value of 
balanced ration 


identical weights were selected for the 
demonstration which was conducted en- 
tirely under the direction of the store per- 
sonnel. To add a touch of humor and in 
order that the dozens of interested observ- 
ers might easily distinguish between the 
two pigs, they were named Jake and Pete. 

Up to the age of nine weeks, Jake was 
fed half red dog and half corn meal; Pete 
during the same time was put immediately 
on one-third complete sow and pig feed 
plus two-thirds corn. 

At nine weeks Jake weighed 73 pounds 
and his cost per pound gain came to 10.7 
cents. Pete, however, had pushed far 
ahead on his diet for he weighed 123 
pounds, and the cost per pound gain by 
feeding on the one-third complete sow and 
pig feed and two-thirds corn meal was 
only 7.25 cents per pound gain. 

After the ninth week both pigs were put 
on a feed of one-third hog chow to two- 
thirds corn and were kept on this program 
until they were dressed at seven months. 

At dressing time Jake weighed 251] 
pounds, Pete, 305. Both were sold at a 
market price of 16 cents per pound. How- 
ever, Pete, because of his greater dressed 


weight and lower cost of raising during 
the first nine weeks, showed a net profit 
of $12.23, whereas Jake netted only $5.86. 
The comparative tables follow: 


First Nine Weeks 
JAKE PETE 
Fed: 4/2 red dog Fed: 1/3 complete 
¥%2 Corn meal sow & pig feed 
2/3 corn 


After nine weeks 


Weight: 73 pounds 123 pounds 
Cost per 
pound gain: 10.7 cents 7.25 cents 


Fed: 1/3 hog chow Fed: 1/3 hog chow 


2/3 corn 2/3 corn 
Dressed at seven months 
Weight: 251 pounds 305 pounds 
Mkt price: 16 cents 16 cents pound 
Net profit: $5.86 $12.23 


@ LOUISVILLE FERTILIZER & SEED CO., 
Louisville, Ky., has been incorporated by 
H. G. Schepman, L. W. Beidler, and D. E. 
Hesterman. 

@ HERMAN MITCHELL, Greenwood, Ind., 
has been appointed manager of the Green- 
wood Grain Co. to succeed the late John 
Hunt. 


@ CENTRAL FEED SUPPLY CO., Chicago, 
announce that J. B. Ziegler is now their 
representative in Los Angeles, Cal. Mr. 
Ziegler was formerly associated with the 
firm in Chicago. He specialized in packing 
house by-products, fish meal and oils. 


TRADE WITH 


FOR SATISFACTORY RESULTS 
IN EVERY BRANCH OF 
THE GRAIN BUSINESS 


PRINCIPAL TERMINAL 


MILWAUKEE 


INCORPORATED 


MINNEAPOLIS AND ALL 
MARKETS 


Special Attention Given To Barley 
And All Feed Grains Shipped To 


Read the Cargill Crop Bulletin 


FEED MIXERS 


THE Sidnes 


“Manufacturers for over 75 years” @ SIDNEY, OHIO 


Here is a really complete line 
of mixers, built to mix feed 
faster and to take a minimum 
of floor space. Quiet and de- 
pendable in operation. More 
economical because Sidney 
Mixers take less time and 
power to do the work. They 
are equipped with silent 
gears that run in oil with the 
gear box oil-tight. Models to 
fit your needs in either motor 
driven, flat or V-belt types. 


Manufacturers of: 


Corn Crackers and Graders 
Grain and Seed Cleaners 
Electric Truck Hoists 

Ear Corn Crushers 

Corn Shellers 

Feed Mixers 

Elevators, etc. 


Write today for catalog! 


GRAIN MACHINERY CO. 
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by F. W. MADISON 


HOUSANDS of patriotic feed plant operators are 
asking, “How long will my rubber tires last?” 
This chart answers that question. 

Every feed plant operator will doubtless agree that 
the above is one of the most momentous questions of 
today owing to the serious rubber situation. Every 
car and truck owner should not only ask himself that 
question but he should do something about it in an 
effort to help carry himself and our nation well into 
the zone of rubber independence. 

This chart will assist materially in deciding on the 
number of miles you ran safely drive per week on 
your present tires after determining their mileage 
expectancy. If you do not know or cannot estimate 
the expectancy of your tires yourself, go to your car 
or tire dealer and have him do it for you. Then apply 
this chart. 

For example, let us say that your tires are still good 
for 6,000 miles, and you figure that by being conserva- 
tive you can get along by driving 50 miles per week. 
How long will the tires last? 

The dotted line drawn across the chart shows how 
easily it is done. As will be noted, the dotted line 
passes through the 50 in column A and through the 
6,000 in column B. The intersection with column C 
then tells you that your tires will last 2.3 years. 

If you want the tires to last longer than that, cut 
down still more on the mileage per week, if you can. 
Tire manufacturers are telling us over the radio and 
in advertisements how to make tires do their best as 
regards wear. This chart will tell you how to make 
them do their best as regards weeks or years of 
service. 


Important Factors In 
Diesel Operation 


On the whole the two essentials that are most im- 
portant in the operation of a diesel engine are: Lubri- 
cation and cooling water. 

Although lubrication is the more important of the 
two, they are inter-related. Thus for instance the 
writer has in mind a diesel of well known make that 
was allowed to operate for a period of time that was 
too long with a cooling water temperature in the 
vicinity of 200 degrees F. If the cooling water had 
been distilled, or even conditioned, it wouldn't have 
been so serious, but this water was “bad”; it wasn't 
treated in any way. 

Scale accumulations built up in the cooling jacket, 
of course, and clogged the passages. That led, to 
high cylinder wall temperature and the lubricating 
oil couldn't function properly—And that is where cool- 
ing water and lubrication are inter-related. The pis- 
tons stuck, scored the walls, and wore excessively. 

Finally an “expert” was called, and it didn't take 


62 


Mileage 


makes it easy to estimate 
how long tires will last 


him long to put his finger on the cause of the trouble 
—the impure cooling water. 

But going back to lubrication, have you ever notic- 
ed on reading through your diesel operating manual 
that lubrication is mentioned oftener than anything 
else? That, in a way, emphasizes its importance. 
Lubrication is what keeps the engines from wearing 
out quickly. All other conditions being right, lubri- 


(Continued on Page Sixty-six) 
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Repair 


REAT BRITAIN has had nearly three 

years of war, but most of her trucks 

and buses are still running. Despite 
far less ample supplies of spare parts than 
operators had at their command in this 
country when the United States entered the 
war, and despite the fact that many vehi- 
cles and stores of spare parts were de- 
stroyed in air raids, Britain has kept her 
highway transport facilities in operation. 

In the belief that some knowledge of 
how this has been accomplished would be 
of real value to truck and bus operators in 
the United States, the transportation and 
maintenance activity section of the Society 
of Automotive Engineers made a study of 
maintenance methods being used in Eng- 
land. 

This study was made to further the pre- 
ventive maintenance program of the Office 
of Defense Transportation and has been 
approved and distributed by the vehicle 
maintenance section of the ODT’s division 
of motor transport. 

The SAE found that, as might be expect- 
ed, the British have developed many meth- 
ods for reclaiming and rebuilding avail- 
able used parts in order to make the most 
of existing equipment. The salient features 
of preventive maintenance as used in Eng- 
land follow: 


PISTONS — are removed at predeter- 
mined periods for inspection. Worn ring 
grooves are turned out for oversize width 
piston rings. Worn or broken ring lands 
including top land in aluminum pistons are 
welded solid and re-turned. Skirts are ex- 
panded by any one of several American 
processes. Tin plating has been used to 
prevent seizure of cast iron pistons. Badly 
worn piston pin holes have been bored out 
and fitted with phosphor bronze bushings 
and in some cases, pins have been over- 
sized by chromium plating. 

CRANKSHAFTS — both chromium plat- 
ing and metal spraying have been used. 
There is one complaint that journals are 
not reliable to less than .002 in tolerance 
which presents difficulties in line boring. 
This would indicate that British machining 
is not up to American standards. Some 
operators use standard undersizes before 
building up the crankshaft while others 
keep shaft to standard to eliminate the 
necessity for several undersize bearings. 


CAMSHAFTS — one firm reports that it 
applies stellite to worn cams and then 
grinds them with a machine of its own 
design. 

VALVE — large valves have been turn- 
ed down and used to replace those of 
smaller size. In some cases, valve stems 
have been brought up to standard size by 
chromium plating and in others, the valve 
guides have been filled with bronze weld- 
ing rod and rebored. Some valves have 
been refaced with stellite. Similar treat- 
ment has been successful on valve tappets. 
Chromium plating has also been used on 
tappets. Chrome plating has also been 
found useful on rocker arm shafts. 
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methods that help 
keep ’em rolling 


CLUTCHES — clutch faces on the fly- 
wheel have been repaired by stellite de- 
position. There is a record of one operator 
straightening buckled clutch plates by 
heating them with a gas ring and subject- 
ing them to pressure between two cast 
iron plates. Chromium plating has been 
used successfully on clutch discs. Electric 
welding has proved successful on toggle 


levers. 


Nickel and chomium plating, as 
well as deposition by electric welding, has 
been successful on a number of transmis- 
sion shafts and other parts such as shifter 
forks. 

DIFFERENTIAL — metal spraying has 
been used to rebuild differential yokes at 
the surface that holds the differential bear- 
ings. This is difficult to machine so that the 
ring gear remains square with the carrier 
but it has been done. Some firms have 
been successful in building these surfaces 
up with electric welding. Sleeves on the 
inside of differential cases have been built 
up by oxy-acetylene welding and then 
bored out. Spring pads have been built 
up by electric welding. 

SPRINGS — broken main leaves have 
been converted into intermediate leaves 
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460 CUSTOMERS! 


NE of our outstanding Purina Merchants* in Ohio 
plastered one entire side of his store wall with the 
names of 460 chick and Startena customers,— all sold 
within twelve months. Figure what this many customers 
might mean to YOUR business. Then give serious 
thought toa celebrated line of quality feed which through 
almost a half century has brought customers back year 

_ after year to the “Store With The Checkerboard Sign.” 


PURINA MILLS 


St. Louis, Mo. 


*Dealer’s Name furnished on request. 
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where brokage has occured adjacent to 
the spring eye. Shackle pins have been 
chrome plated. In addition to building 
them up to standard size, this has doubled 
the life of the pins by providing increased 
resistance to wear and prevention to rust- 
ing. Some pins have been machined down 
and fitted with undersize bushings. 


WHEELS — where ball or roller bear- 
ings have become loose in front wheel 
hubs, bronze welding has been used to 
build up the internal areas so they can be 
rebored. Some hubs have been chrome or 
nickel plated. 


FRONT AXLE — chrome plating has 
been used to build up king pins while one 
operator has machined his king pins down 
and fitted undersize bushings. Another 
grinds king pins down to a standard under- 
size and then builds them up to the regu- 
lar standard with welding material after 
subsequent use. 


AXLE SHAFTS — axle shafts splines are 
built up and filled in with welding. The 
splines are then milled into the shaft in 
such a position that the driving face is of 
parent metal. Splines have also been built 
up with chromium plating. Keyways have 
been reclaimed with bronze welding. 


CYLINDER HEADS — cylinder heads 
have been salvaged and leaks stopped by 
welding, metal spraying and cold welding. 
Welding and cold welding has also been 
successful on cylinder blocks. Valve seats 
have been built up by welding stellite onto 
the worn valve seat. Both cast iron and 
aluminum crankcases have been success- 


fully welded. Minor cracking of blocks 
and heads as a result of leaking head 
gaskets has been cured with bronze weld- 
ing. 


Farms Best Solution 
For Storage Problem 


Storage on the farm remains the most 
feasible means of housing the record 1942 
crops of small grains and beans being pro- 
duced in support of the nation’s war pro- 
gram, department of agriculture officials 
have reported in a summary of the critical 
grain storage situation. 


The total supply of the nine principal 
grains and beans which will require right- 
bin storage for the 1942-43 crop year is es- 
timated to be nearly 400 million bushels 
more than for the 1941-42 season. The fact 
that relatively little terminal storage will 
be available, and that the 1941-42 crop 
year ended with most types of commercial 
storage near maximum occupancy means 
that, conservatively estimated, at least 400 
million bushels of additional storage space 
will be needed to take care of crops this 
year. 

Wheat represents the most pressing stor- 
age problem with a carryover on July 1, 
1942, of more than 600 million bushels 
and an estimated 1942 crop of about 904 
million bushels. The department has spon- 
sored a number of programs aimed at im- 
proving the wheat storage situation, and 
to encourage farmers to provide storage 
on their farms. 


THERE’S ACTION IN OUR WATERS... 


But you can still depend on Farallone 
for natural Vitamin A and D oils 


Fishing isn’t what it used to be—but we’re 
still delivering Vitamin A and D oils from 
natural fish sources. Our Vitamin A is 
assayed and Vitamin D is A.O.A.C. tested 
—both are guaranteed for potency. 


Farallone A and D oils are available singly 
or together in potencies to meet your 
specifications within federal regulations. 
Our experienced technical staff is always 
on call to help you with your formulae. 


Write or wire for full information 


>—“ FARALLONE 


PACKING COMPANY 


Pier 92 - San Francisco - California 


EASTERN SALES OFFICE - 350 MADISON AVE. - NEW YORK CITY 
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FEEDING SYSTEMS FOR LAYING HENS 
Bulletin No. 425, Pennsylvania Agricul- 
tural Station, State College, Pa. 

* * * 
SPONTANEOUS NEPLASTIC DISEASES 
IN CHICKENS 

Bulletin No. 391, Massachusetts Agricul- 
tural Experiment Station, Amherst, Mass. 

* * * 

THE PROBLEM OF PHOSPHATE 
FERTILIZERS 

Bulletin No. 484, University of Illinois, 
Agricultural Experiment Station, Urbana, 
Il. 
COMPARISON OF SHOCK CORN, CRIB 
CORN, AND CORN SILAGE FOR FINISH- 
ING TWO-YEAR-OLD CATTLE 

Bulletin No. 178, University of Tennes- 
see Agricultural Experiment Station, 
Knoxville, Tenn. 

* * 

RATIONS FOR EWES IN LAMBING CAMP 
Bulletin 413, Washington Agricultural 
Experiment Station, Pullman, Wash. 

* * * 

POULTRY PRODUCTS RESEARCH 
Research Bulletin 299, Iowa Agricultur- 
al Experiment Station, Ames, Iowa. 

* * * 

GROWTH OF BARRED ROCK CHICKENS 

Bulletin No. 180, University of Tennes- 
see, Agricultural Experiment Station, 
Knoxville, Tenn. 

* * * 

DAIRY FARM MANAGEMENT AND 
COSTS IN PENNSYLVANIA 

Bulletin No. 421, Pennsylvania Agricul- 
tural Experiment Station, State College, 
Pa. 

* * * 

MEASURING THE YIELD OF NUTRIENTS 
OF EXPERIMENTAL PASTURES 

Bulletin 411, Washington Agricultural 
Experiment Station, Pullmann, Wash. 

* * * 

GROWING CHICKENS 

Bulletin P47 (new series), Iowa Agri- 
cultural Experiment Station, Ames, Iowa. 
FIELD TEST OF PHOSPHATE 
FERTILIZERS 

Bulletin No. 423, Pennsylvania Agri- 
cultural Experiment Station, State Col- 
lege, Pa. 


@ HOOSIER GRAIN & SUPPLY CO., Bluff-° 


ton, Ind., has installed a one-ton Sidney 
mixer with motor drive. 

@ W. C. MURPHY, Stanford, Ill., is the 
new manager of the Stanford Grain Co. 
elevator. He succeeds Stanley Springer 
who has enlisted in the naval reserve 
corps. 

@ W. S. DONOVAN, Chicago, Ill., has re- 
signed his position with the Cereal By- 
Products Co., and has opened a feed busi- 
ness at Omaha, Neb. The business will be 
operated under the name of the Donovan 
Feed Co., with offices in the Grain Ex- 
change building. 
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Say Cottonseed Meal 
Prevents Soft Pork 


Department of agriculture releases from 
Washington urging hog feeders in soybean 
and peanut areas to guard against in- 
creased production of soft pork should call 
attention to the important value of cotton- 
seed meal in swine rations to prevent soft 
pork, A. L. Ward, educational director, Na- 
tional Cottonseed Products association, 
Dallas, Tex., points out. 

Price discounts for soft hogs usually run 
from 50 cents to $1 per hundred pounds 
in the South and higher than that in the 
Middle West, said press association dis- 
patches quoting the department's plea. 
Soft pork, the dispatch explained, is the 
term applied to meat produced from hogs 
fattened on excessive quantities of whole 
soybeans and peanuts. 

“With increased acreage of peanuts, 
soybeans and similar crops this season, 
the danger of increased production of soft 
pork is recognized by the department”, Mr. 
Ward added. “This danger is easy to 
avoid, however, by taking the pigs off of 
the peanuts or soybeans before they reach 
100 pounds weight and by feeding cotton- 
seed meal in rations designed to offset the 
‘softening’ influence of these feeds.” 

Extensive research at the North Carolina 
agricultural experiment station and other 
stations, in cooperation with the national 
bureau of animal industry, has shown that 
cottonseed is not only important in the 
pig's ration because of its feed value but 
also because of the firmness which it im- 
parts to carcasses of pigs that previously 
have been fed softening feeds. 

Mr. Ward stated that a popular mixture 
for preventing soft pork after pigs have 
been eating peanuts or soybeans until they 
weigh 100 pounds can be made of: 75 
pounds of corn meal, 13 pounds of cotton- 
seed meal, 5 pounds of tankage, 5 pounds 
of alfalfa leaf meal, 1/2 pounds of ground 
limestone or oyster shell flour, and }2 
pound of salt. 


Feed Grain Supplies 


Considerably Lower 


Although much will depend on weather 
conditions during the next two or three 
months, present indications are that the 
combined supplies of the four principal 
feed grains for 1942-43 will total about 127 
million tons, three million below the near 
record supply last year, according to the 
United States department of agriculture. 

The number of livestock on farms has 
been increasing rapidly during the past 
year and it now appears probable that 
the number of grain-consuming animal 
units on farms may be about 10 per cent 
larger this January 1 than last. 

Total supplies of all feed grains, includ- 
ing the prospective increase in the quan- 
tity of feed wheat, may be just about ade- 
quate for 1942-43 requirements. This is in 
contrast to the situation during each of the 
past five years, when supplies have been 
much greater than required and large 
stocks have been carried over. 

The department reported that the pro- 
duction of cake and meal from the. 1942 
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soybean crop may total about 3,500,000 
tons, if acreage harvested for beans is 
large as is now expected and growing 
conditions continue favorable. This is about 
10 per cent more than was expected prior 
to July 1. The total supply of all the prin- 
cipal oil cakes and meal, plus production 
of gluten feed, is now expected to be about 
7,500,000 tons, 30 per cent larger than the 
supply last year. 

--— —~ —— 
@ KNAPPEN MILLING CO., Augusta, Mich., 
is completing construction of six new 80- 
foot concrete bins which will increase 
their storage facilities by 200,000 bushels. 

@ CLARENCE WOELFLE, Worthington, 
Minn., has been appointed temporary man- 
ager of the Farmers Cooperative Co., fol- 
lowing the resignation of Herman Ger- 
ischer. 

FUMIGATION MANUAL 
An attractive, 76-page, handy reference 

book on pest control has recently been 
published by the E. I. du Pont de Nemours 
& Co., Wilmington, Del. Entitled, Fumiga- 
tion Manual, and profusely illustrated, the 
book describes in detail the methods and 
procedure of fumigating with hydrocyanic 
acid gas. The manual also contains a de- 
scriptive list of harmful insects, fumigation 
precautions, first aid attention, and meth- 
ods of selling pest control. Pest control 
operators may obtain copies of the book 
from the electrochemical department of the 
Du Pont Co. by requesting it on their busi- 
ness letterheads. 


PROTEAST 
Concentrate 


SOLVE YOUR 
Fish Meal and Meat 
Scrap Problem 

PROTEAST CONCENTRATE — Now 


available to the feed trade. A new, sci- 
entifically-proved concentrate containing 
fish meal, meat scraps, soy bean meal, 
corn gluten feed and minerals processed 
with brewers yeast into a dry granular 
product easily mixed. Write or wire and 
we will show you how PROTEAST CON- 
CENTRATE can be used in your present 
formulas. Priced reasonably. 


SEVERAL GOOD JOBBING 
TERRITORIES OPEN 


MENHADEN FISH MEAL CO. 


KEYSER BLDG. 
BALTIMORE, MD. 


BENEFITS 


Dealers handling Pilot Brand Oyster Shell, as well as consumers 
using it, have continuously benefited by having this most reliable 
source of clean, odorless all useable oyster shell. 


Generally their profits have increased from year to year over the 

past twenty years. Pilot Brand sales have always shown an increase 

over the previous year. The first quarter of this year is the largest 
in its history. 


Pershing Square Buildi 
NEW ROCHELLE, N. 


FOR POULTRY 


If you are one of the few dealers who do not 
handle Pilot Brand, don't require your cus- 
tomers to go elsewhere to get it, write us. 


OYSTER SHELL PRODUCTS CORPORATION 


¥. 


This growth is due to constant, 
meticulous care as to purity, prepa- 
ration, and other high qualities of 
product, a sound merchandising 
policy, backed by constant adver- 
tising over 37 radio stations and 
the leading poultry and farm 
papers, and the loyal cooperation 
of dealers everywhere. 


Pilot Brand makes good will profits 
as well as money profits. It is just 
as necessary an item to a feed 
store as salt is to a grocery store. 


3615 Olive St. 
ST. LOUIS, MO. 
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— mileage 
(Continued from Page Sixty-two) 


cation is what permits the diesel to oper- 
ate at its remarkably high efficiency. 

There is such a thing, too, as giving a 
diesel “too much” lubricant, believe it or 
not. It is well to be careful about that 
point although too much is better than 
too little. By giving the engine too much 
oil, carbon deposits will be formed. If 
such deposits persist in forming, don't 
blame the lubricating oil but blame your- 
self. The best way to oil a diesel engine 
is to use a force feed lubricator, feeding 
the oil directly onto the piston between 
the piston rings. Attach the lubricator to 
the engine and mechanize it in such a 
way that the amount of oil fed is in direct 
proportion to the number of strokes. Feed 
the oil against the piston while it is at 
the end of its stroke so that the oil will 
“catch” and so that it will not either blow 
out or be sucked out. 


The color of lubricating oil has nothing 
to do with its capacity to lubricate. There- 
fore, don’t be enticed into buying a “good 
looking” oil simply for its looks. The lubri- 
cation problem is well worth studying 
carefully. Study both the lubricant and 
your engine and when the lubrication 
problem is once solved you will be sur- 
prised at the small amount of attention 
that the engine will demand of you. To 
flood an engine cylinder with oil may 
eliminate much of the friction but on the 
other hand, it may cause serious and cost- 
ly trouble. 

—— ——— 


@ FERNCLIFFE FEED & GRAIN CO., Louis- 
ville, Ky., whose plant was recently de- 
stroyed by fire, has taken over the prop- 
erty formerly occupied by the Louisville 
Cereal Mills Co. The plant will be remod- 
eled and will serve as permanent head- 
quarters of the feed firm for the present. 


Penular Store 


Yf community popularity 
builds a feed business or selling 
quality feeds makes for popularity is a 
question that borders on the egg-chicken 
type of controversy. If you ask F. J. La- 
Marche of New London, Wis., he would 
say that his 43 years in the feed business 
have made him lots of friends. 

“You won't find the fellow who comes 
in and chats a couple of times a week 
about such mutual problems as the mess 
the world is in or how we're going to 
finance new uniforms for the town band, 
going somewhere else to buy his feed,” 
emphasizes Mr. LaMarche, “especially if 
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1000 A 


PROTECTION duty! 


1. Each oil is a COMPLETE product! 

2. Each oil furnishes BOTH vitamins 
A and D! 

3. Each oil provides ADEQUATE and 
NECESSARY nutritive amounts of 
BOTH vitamins when fed at recom- 
mended levels! 


177 MILK ST. 


VITAMIN D in AOAC units. VITAMIN A in USP units 
BOTH vitamins A and D are essential for poultry health and 
maintenance leading to maximum production and any one of 
“GORTON'S FAMILY” of oils will effectively perform this DOUBLE 


GORTON ADVANTAGES 


NEW ENGLAND BY-PRODUCTS CORP. 


Feeding Oil 


400 D 
1000 A 


Feeding Oil 


85D 
200A 


4. Each oil comes within Government 
Limitation order L-40 on vitamin A 
usage at the proper feeding levels! 

5. You can AVOID ALL COMPLICA- 
TIONS by using a GORTON oil. 
which does a COMPLETE job on 
both vitamins A and D! 


BOSTON, MASS. 
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the feed he buys brings results.” 

Mr. LaMarche, now 77 years old, started 
in the grain business at Eau Claire, Wis., 
when he was 26 years old. After eight 
years there he opened his own feed busi- 
ness and four years later he moved to 
Oshkosh. In business there for 10 years 
he then came to New London and is now 
completing 27 years as a top-notch feed 
dealer in that community. During that time 
he has trained 13 boys and all are now 
running successful businesses of their own. 
His son has been a partner in the enter- 
prise for the last 25 years. 

When questioned about his business, Mr. 
LaMarche said, “I sell Cargill feeds, be- 
sides that, I have a mixer and grinder that 
will turn out eight tons an hour and I 
have an elevator and warehouse that will 
hold four cars of grain and feed. I’m a 
firm believer in being friendly and taking 
an active part in community affairs. Build- 
ing a feed business demands good man- 
agement with plenty of service to the cus- 
tomer and quality feeds. 

“But it’s like mixing a concentrate and 
grain,” says Mr. LaMarche. “Along with 
the basic material—a good product—you 
have to include a few intangibles. You 


have to be interested in the customers— ° 


not just as customers—but as neighbors 
and fellow citizens. Anyway, I like people!” 

When Mr. LaMarche isn't at the office, 
he is usually working around his home 
and eight acres of land or perhaps he is 
out fishing with a neighbor, catching bass 
and building goodwill. 

@ RUTT & AMSTUTZ ELEVATOR, Smith- 
ville, Ohio, was destroyed by fire July 16. 
@ HERRMAN-McLEAN FEED MILL, Mon- 
roeville, Ohio, has installed a new heavy 
duty feed grinder and made other im- 

provements. 
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IN YOUR FEED 


Gain Awards 

A New York milling firm make a practice of donating silver 
cups to be awarded to the farm boys and girls as prizes for 
livestock and poultry exhibits at community fairs. The company 
continually keeps in mind the fact that the youth of today will 
be the customer of tomorrow and has in many cases obtained 
business from parents as a result of the childrens’ influence. 
Close contact is maintained with agricultural teachers and 
others who direct 4-H club work, and the firm is always willing. 
to cooperate in making meetings and social gatherings a success. 


Deg Good Prospects 


A feed dealer in a large mid-western town who was trying to 
build up a profitable sideline in dog foods found that his news- 
paper ads and the literature sent out to his regular mailing list 
was not “clicking.” He finally hit upon the idea of going to the 
city clerk's office and getting a list of all the persons who had 
bought dog licenses. He utilized this list for a direct mail adver- 
tising campaign that brought him very satisfactory results. He 
now reports that the sale of pet food is one of the most profitable 
departments in his store. 


Salues Space Prollem 


Cramped for space because of the many “wanted” and “for 
sale” items which farm customers brought to him for listing on 
his blackboard, a Minnesota feed man conceived the idea of 
typing the items on cards and fastening them to the board with 
a thumb tack. This plan proved effective, gave a neat appear- 
ance and enabled him to put all necessary advertising on the 
board without crowding. 


Free Bly Swatters 


In Michigan a feed store makes a practice of giving away fly 
swatters to its customers every summer. On the flat handle of 
the swatters is imprinted a short catchy ad on the dealer's own 
brand of feed with the slogan, “Swat Poor Egg Production By 
Using Blank Feeds.”’ The idea serves as a good advertisment and 
brings people into the store to obtain the swatters where the 
dealer has an opportunity to interest them in purchasing other 
products which he handles. 


Rainy Days 

An Indiana dealer believes in making hay when it rains. Particu- 
larly during the seeding, haying and harvesting season he will 
generally be found scooting from farm to farm, no matter how 
hard the downpour. The reason for his plan is that farmers are 
at leisure during a rainy day and can be found in the house or 
puttering about the machine shed. The dealer finds them recep- 
tive to his sales talk and drenched, but happy he mee returns 


with a nice stack of orders. 
Horse Pulling Contest 


Taking advantage of the revived interest in horses a Minne- 
sota dealer recently held a horse pulling contest on the vacant 
lot near his feed store. A half-ton of feed plus $10 was awarded 
as a prize to the winning entry. The idea created much pub- 
licity in the local newspapers and the event helped pull trade 
to the store. Hot dogs and coffee were served to the crowd. 
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Seven Point Protection 


For WERTHAN Customers 


Fast Service 
Assured Quality 
Attractive Designs 
Feed Mill Experience 
Executive Attention 
Own Cotton Mill 


Own Bleachery 


Wertian has been proud to 
serve the feed industry for many 
years. Our long list of satisfied cus- 
tomers includes both large and small 
feed manufacturers, jobbers and 
dealers. We would like to serve you, 
too — with your regular require- 
ments or to help you solve a special 
bag problem. Ask for more infor- 
mation about our seven point pro- 
tection program. Write today. 


WERTHAN BAG CORP. 


8th Ave. and Howard St. 
NASHVILLE e TENN. 
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WHEN FORMULAS 
MUST BE CHANGED 


because of war shortages 
and price ceilings it is 
often difficult for feed-mix- 
ers to know what to do. 
They cannot take chances. 
Expert advice is needed. 
For remember, Uncle Sam 
wants 50,000,000,000 eggs 
in 1942. 


We have special feeding- 
oils to meet your wartime 
requirements. Consult our 
trained technicians. They 
are here to serve you. 
Write us about your par- 
ticular problems. 


Ask for Our New Folder: 
"Wartime Feeding-Oil Suggestions 
for Feed-Mixers" 


MARDEN-WILD 


FEEDING 


MARDEN-WILD CORP. 


ESTABLISHED 1921 


500 COLUMBIA STREET, SOMERVILLE, MASS. 
437 WEST ONTARIO STREET, CHICAGO, ILL. 


@ H.R. RISLEY, Mt. Carmel, Ill., has open- 
ed a seed and produce business in the old 
Kamp Motor Co. building at the corner of 
Third and Main streets. 

@ STOVER GRIST MILL, operated by Nor- 
man Stover at Salladasburg, Pa., was re- 
cently destroyed by fire. Damage was 
estimated at $40,000. 

@ FORT MEIGS MILLING CO., Perrysburg, 
Ohio, has been incorporated by V. M. 
Selfe, John L. Franz, E. H. Weiling and 
William D. Snow. The company is a suc- 
cessor to the Fetterman Milling Co., and 
will deal in flour, feed and agricultural 
supplies. 

@ TOLEDO GRAIN & MILLING CO. ele- 
vator at Harrison and Mill streets, Toledo, 
Ohio, has been sold and in the future will 
be operated under the name of the Toledo 
Grain elevator. Officers of the purchasing 
firm are Charles W. Elliott, Wooster, presi- 
dent; Leon Gove, Milan, vice president; 
and John W. Luscombe, Toledo, secretary- 
treasurer. Mr. Luscombe is also vice presi- 
dent of the Southworth Grain Co. and 
treasurer of Kasco Mills, Inc. 


— cooperative 


(Continued from Page Twelve) 


tler, “and to give everyone a square deal. 
Still we must protect our interests, too, be- 
cause we not only want to remain in busi- 
ness but we hope to increase both volume 
and net profits as time goes on. So we 
watch our credit business, realizing keenly 
it can get too high. Right now, we're mak- 
ing every effort to stimulate cash trade, 
feeling that in times like these it means 
freedom from worry for all concerned. I 
might add that we get out among the 
farmers on their farms and at meetings— 
to make friends and increase business 
goodwill. 


“Don't forget the women in your calcu- 
lations, either,’’ warned Mr. Hochstettler in 
conclusion. “With the start of farm work in 
the spring half of the folks coming here for 
feed or farm supplies are women. So 
keep a clean place—never allow anything 
about your store that will be objectionable 
to the ladies. Make the farm women wel- 
come—make them enjoy their trips to your 
feed mill or feed store and you will find 
them to be your best boosters.” 


BARLEY FOR FEED MANUFACTURERS 


Any quality from heavy, two-row barley to light weight 
barley screenings or barley chaff. Also all other grains. 
Practically all our shipments are loaded at our own Mil- 
waukee elevator, assuring prompt service and satisfac- 
tory quality. Your inquiries will receive our immediate 
attention. 


P.C.KAMM CO. 


GRAIN & STOCK EXCHANGE MILWAUKEE, WIS. 


POTASSIUM I10DIDE MIX 
POTASSIUM IODIDE MIX 


@ An intimately blended and milled combination of 
90% Potassium Iodide U.S. P. with Calcium Car- 
bonate and Calcium Oxide. Protected by U.S. Patent. 


A stable, very finely divided Powder, bulky and free 
running, thus assuring uniform distribution and a 
uniform ration of Iodine in your feeds. 


Write for Sample and Circular 


PFIZE R) 


ovine 
CONTENT 
Q 


Chemists 


CHAS. PFIZER & CO., INC. 


81 MAIDEN LANE, NEW YORK, N. Y. 444 Ww. GRAND AVE., CHICAGO, ILL. 
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Pillsbury Announces 


New Feed Division 


Philip W. Pillsbury, head of the Pillsbury 
Flour Mills Co., Minneapolis, Minn., has 
announced the establishment of the Pills- 
bury Feed Mills as a new division of the 
73 year old milling company. 

The line of complete feeds and concen- 
trates produced is the result of years of 
experience in the manufacturing and mer- 
chandising of feeds, Mr. Pillsbury said, and 


PHILIP W. PILLSBURY 


is based upon feeding practice found most 
effective and economical by experiment 
stations and by practical farm use. The 
products of the new feed division will be 
sold under the trademark of—Pilisbury’s 
Best XXXX-Feeds—one of the oldest trade- 
marks in the milling industry. 

Coincident with Mr. Pillsbury’s announce- 
ment, Robert P. O’Brien, vice president of 
the Pillsbury Flour Mills Co., announced 
the establishment of the new headquarters 
of the Pillsbury Feed Mills at Clinton, Iowa, 
where the company recently purchased the 
plant of the Champion Milling & Grain Co. 

During the past few months, the Clinton 
plant of the feed division has been com- 
pletely revamped. Machinery and equip- 
ment have been rebuilt and relocated to 
provide for the efficient handling of in- 
coming ingredients in bulk form. All feeds 
will be made over percentage feeder lines. 
New equipment, including hammermills 
and pelleting machines has been added. 
A new warehouse is already completed 
and numerous other improvements, includ- 
ing those for safety and convenience of 
the plant workers, have been provided. 

Clyde H. Hendrix, general sales man- 
ager, stated that the entire field sales force 
is trained to cope with war-time feeding 
problems. 

“The feed distributor's greatest problem 
today is the rapid turn-over of men in his 
own organization,’ Mr. Hendrix said. “Pills- 
bury’s Best feed salesmen are prepared to 
help the dealer make good feed men out 
of his inexperienced war-time employees.” 

Maurice E. Cook, advertising manager, 
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has built his program to harmonize with 
the problems of increased feeding neces- 
sary to insure meeting the tremendous 
livestock and poultry production goals de- 
manded by our war effort. 

A new feed research analytical and con- 
trol laboratory, headed by Dr. F. W. Gehr- 
man, also has been established at the 
Clinton headquarters. The entire research 
and products control facilities of the Pills- 
bury Flour Mills Co. are available to the 
new feed division to guarantee product 
protection of Pillsbury’s feeds. 

With the Clinton plant, the feed division 
operates eight feed mills strategically lo- 
cated throughout the country. 


@ M. C. RAYMER, 40, operator of a feed 
store at Bowling Green, Ky., ended his life 
last month by hanging himself in a barn 
on his farm near Bristow. 


@ NELSON BUSENBARK, owner of an ele- 
vator, feed mill and warehouse at Wave- 
land, Ind., which was destroyed by fire 
July 5, estimated damage at $20,000. The 
blaze was believed to have been caused 
by spontaneous combustion. 


@ JOHN B. HOFFMAN, INC., has been 
incorporated at Fenton, Mich. The firm 
will deal in coal, feed and seed products. 


@ SANDBERG & GINGRICH FEED STORE, 
Princeton, Ill., was destroyed by fire last 
month. Martin Sandberg, owner of the 
store, has opened temporary quarters in 
the former Buick garage on S. Main street. 
—— 
@ W. B. MITTEN, Coal City, Ind., oper- 
ator of the Mitten Feed Store & Hatchery, 
has purchased the Smith Feed store and 


will now operate both feed stores. 
— 


@ DANNEN GRAIN MILLING CO., St. 
Joseph, Iowa, has purchased the Replogle 
Mills at Red Oak from the Houghton bank. 


@ J. E. McCANN GRAIN CO., Buffalo, IIL, 
recently installed Superior elevator cups. 


@ OBERDECK FEED CO., Highland, Iil., 
has purchased the Chas. Tiedemann Mill- 
ing Co., at O'Fallon, Ill. According to Ed 
Oberbeck, who will be in charge, a com- 
plete feed, grain, and seed business will 
be operated but no flour will be manu- 
factured. 


CORN GLUTEN MEAL cy 


41% Protein 
Guaranteed 


NEW YORK e 


VITAMIN A ISN’T 
EVERYWHERE 


Search the list of ingredients for sources 
of Vitamin A for your poultry and turkey 
rations. What do you find, other than the 
none-too-plentiful fish oils? A handful of 
ingredients: yellow corn, alfalfa meals, 
corn gluten meal. 


Diamond Corn Gluten Meal has much 
more Vitamin A potency than whole yel- 
low corn because the carotene of corn is 
concentrated in the gluten. Along with 
Vitamin A, DIAMOND furnishes 41% of 
protein and the pigmentation factor. What 
other single ingredient has this triple 
advantage for mashes? 
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of cash without some inquiries? Remember 
. credit is merely permission to use 
someone else's capital! 

While some few individuals may “feel 
offended” if asked to submit credit refer- 
ences, they are in the minority. Every 
farmer appreciates that if he approaches 
a banker for a loan, he must not only pro- 
vide certain information but also put up 
collateral and pay interest, provided the 
loan is granted. Is it unreasonable to 
expect a retail feed dealer who does 
not have the resources a banker possesses, 
to extend credit on any different basis? 

The charge customer who resents legiti- 
mate credit questions is probably a “dead- 
beat” anyway. You will be better off not 
to sell him a bill of goods in the first place! 

Most dealers are willing to trust a man 
once. If they stop there, when the account 
is not paid promptly, they are better off 
99 cases out of 100. Continuing to “carry” 
a customer just because he is already “in 
you” is simply throwing good money after 
bad. 


STEEL! 


stock NOW, but... 


ufacture for elevators. 


J. J. GERBER SHEET METAL WOR 


Priorities are in such a state of uncer- 
tainty that no one may predict whether 
fabricators will be supplied with the 
proper grade and quantity of steel. We have a 


is the time to order that spouting 
and other equipment which we man- 


A farmer may ask for credit “until he 
has sold his hogs”; or “until next month”; 
or “until the milk check comes in”. In all 
these instances, the date of payment is 
indefinite. In each such case, the fault 
lies with the dealer who fails to establish 
a specific dead-line for settling accounts, 
and insist upon prompt remittance at that 
time. 

Have a definite understanding regarding 
payment with the prospect when he first 
requests credit. Then follow through 
promptly to see that promises are kept and 
collections come in on schedule. If credit 
is allowed to pyramid, the account is much 
harder to pay off. Likewise, it is far less 
embarrassing for all parties concerned 
when the customer is told his bill is DUE 
rather than PAST DUE! 

Still a fourth reason why feed merchants 
do not live up to well-recognized standards 
of credit is their failure to face facts. This 
is especially true in the case of smaller 
dealers. Small dealers do practically no 
bookkeeping. They think it is unnecessary 
to keep track of detailed operating costs. 
“The money in my pocket after the bills 
are paid is my profit,” they say. 

This is neither a proper attitude not a 
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profitable way to run a feed business. 
Without records, the dealer is ignorant of 
actual conditions. He does not know his 
costs of doing business—the many day-to- 
day details which should influence his sell- 
ing prices as well as his credit and collec- 
tion policies. Failure to face facts often 
leads to little leaks which, unless quickly 
checked, grow rapidly in size and finally 
syphon off the entire resources of a busi- 
ness. 

In this connection, don't lose track of the 
fact that your working capital is supposed 
to work for you—not for your customers! 

If you are sick and tired or waking up 
each morning with a credit “headache”, 
make up your mind to root out the cause 
of your complaint at its source. In a word, 
become a feed merchant .. . stop being 
a money lender! 

Here are the steps to take:— 

First—Collect your delinquent accounts; 
use plenty of pressure if necessary. 

Second—Tighten up immediately on your 
credit terms; insist on definite re-payment 
dates. 

Third—Make every effort to increase your 
cash sales in the future. 

Conditions today offer you an unexcelled 
opportunity to “clean house” and change 
over in whole, or in part, at any rate, from 
a credit to a cash basis of doing business. 

Undoubtedly, many of your customers 
say “Charge it” simply through force of 
habit. This country’s switch from a peace- 
time to a war-time economy, however, is 
turning everyone’s routine habits topsy 
turvey. Hence, the added restriction that 
hereafter he must pay for his feed when he 
gets it is not likely to loom very large in 
the mind of any farmer. In all probability, 
he will not kick about “laying cash on the 
barrel head—provided you ask him to! 

Furthermore, many dealers who have 
made the change in the past have done so 
under dire necessity—in times of depres- 
sion, for example, when money was scarce. 
But today farmers have plenty of cash. The 
demand for everything they produce is at 
a new all time peak. The Administration 
is guaranteeing them a profitable return 
on their grain, poultry products, dairy pro- 
ducts, and meat. The feeder who cannot 
catch up now and pay as he goes will be 
a good prospect for the sheriff in post-war 
days! 

Finally, you now have the active aid of 
the Government itself in putting your busi- 
ness on a firm financial footing—the recent 
tuling of the Federal Reserve Board. 

If you have hesitated heretofore to make 
a change over from credit to cash opera- 
tions in your store, take the bit in your 
teeth and DO IT NOW. You will never 
find the time more propitious for success 
than it is today! 


HOLD CHICAGO CONFERENCE 

Four feed brokers from scattered loca- 
tions met in Chicago July 25 and 26 to dis- 
cuss ways and means of rendering a more 
complete service to their clientele. The 
brokers who work closely together are H. 
A. Hendy, Hendy Feed Co., Buffalo; W. S. 
Donovan, Donovan Feed Co., Omaha; J. 
G. Nellis, Nellis Feed Co., Chicago and 
Robert Newsome, Newsome Comission Co., 
Minneapolis. 
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from 75 to 200 cars of grain annually, de- 
pending on the season and in addition the 
company handles about 100 carloads of 
coal each year. Seven people are regular- 
ly employed with extra help at busy times. 
A Ford 1¥2-ton truck is used to deliver 
feed to customers. 

The firm is a member of the Illinois 
Grain Dealers association and meetings 
are attended regularly. The Guild brothers 
consider their membership here a privilege 
because it enables them to keep up with 
all new developments in the grain and 
feed business. Newspaper advertising is 
carried seasonally in the local news- 
papers. This advertising is concentrated on 
the firm’s own brand of feeds. 

“We do not find it necessary,” says 
Frank H. Guild, “to do any extensive ad- 
vertising. We have been in business a 
long time and every farmer for miles 
around knows we are here and knows we 
can furnish him with any kind of feeds 
well made and at reasonable prices. We 
do some soliciting occasionally but do not 
make it a regular practice. 

“Our father established the business on 
a high plane with the slogan, ‘A Safe 
Place to Trade.’ We were well trained in 
father’s methods of doing business and we 
have always carried on the same idea of 
square dealing. We have secured the con- 
fidence of our customers through the years 
and so retain their respect and their busi- 
ness. We have found that if we can keep 


increases egg production. 
means more “Food for Freedom.” 


production... 
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Shellbuilder for RESULTS! 


Sell 
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* Shellbuilder is pure reef oyster shell, clean 
and odorless. It is ‘“‘pre-digested” by 
nature. 
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To increase your production make sure you're 
feeding a high-grade oyster* shell like Shellbuilder. 
Shellbuilder provides your birds with pure lime they 
need for finer shells and firmer bones, substantially 
And more production % 


Do your patriotic part to help the poultrymen improve 


the confidence of customers, the business 
will take care of itself. 

“Another reason for our success is that 
we have kept up with the times. Many 
changes have taken place in the last 30 
years in the feed business. It is no longer 
simply a question of grinding grain. The 
preparation of feeds today is both a sci- 
ence and a skilled trade. It entails an in- 
vestment in a wide variety of equipment 
and machinery and a knowledge of how 
to use the equipment properly. Equipment 
must be up-to-date in construction and 
must be kept in the best condition in order 
to do quality work. I feel that the feed 
dealer who has not kept up with the devel- 
opments of the last few years is simply 
out of the picture as far as a profitable 
business is concerned.” 

@ ANHEUSER-BUSCH, INC., St. Louis, Mo., 
has purchased the Eisenmayer Milling Co., 
property at Springfield, Mo. 
ROOSTER PAINT? 

E. K. Bottume of the Davis Grain Co., 
Noroton Heights, Conn., reports that a wo- 
man customer called him on the telephone 
recently and asked what she should do for 
poultry lice. In recommending a remedy 
he advised her to paint the roost with a 
certain kind of roost paint, and the con- 
versation went like this: 

“How do you use it?” she inquired. 

“Just put it on at night and forget all 
about it,” was the reply. 

Following a pause the woman added, 
“But you know I only have one rooster— 
what shall I use to paint the 30 hens?” 


New Feed Promotion 
By Oskaloosa Herald 


The Oskaloosa Daily Herald, Oskaloosa, 
Iowa, which in recent years has been mak- 
ing a name for itself in promoting adver- 
tising by retail feed dealers as well as its 
aggressive participation in National Feed 
Week, has recently launched another cam- 
paign to boost feed sales in the Oskaloosa 
territory. 

The campaign is being sponsored by 
seven local independent feed plants and 
its purpose is to impress farmers with the 
necessity of getting spring pigs ready for 
market early in the fall. The important 
point emphasized is that this can only be 
accomplished by feeding protein supple- 
ments and balanced rations during the 
summer months. 

The first message was a full page ad 
headed, “Hogs Wanted to be Ready for 
the Market in September or October.” The 
ad points out that the biggest pig crop in 
years will probably swamp the marketing 
and processing facilities next December 
and January unless some attempt is made 
to get a good share of hogs to market 
ahead of time. It also points out that farm- 
ers will not only receive bigger profits 
but that they will be substantially aiding 
the Food for Freedom program by market- 
ing their pigs earlier. 

Feed plants participating in the cam- 
paign are: Peterson Grain Co., J. H. Wake 
Feed Mill; Hackert Hatchery, Lamis Ele- 
vator, Kemp Feed Mill, Blackford Co., and 
the Lynn Hatchery. 
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@ BRADY BROS., Payne, Ohio, have as- 
sumed complete ownership of the Grover 
Hill elevator having purchased the interest 
of Harvey Eikenbary. The two brothers 
have also purchased Mr. Eikenbary’s ele- 
vators at Haviland and Latty. 
@ GALESVILLE FARMER’S EXCHANGE, 
Galesville, Wis., has opened a new feed 
store in the building formerly occupied by 
the Kellman grocery store. 


YOUR AIMS... 


1. MAXIMUM "true" Vita- 
min A within limits of Limi- 
tation Order L-40. 


2. FULL Vitamin D protec- 
tion. 


3. For YOUR PARTICULAR 
MASH. 


4. In ONE oil without bother 


or worry. 


YOUR ANSWER... 


DEVOLD'S 


VITAMIN A & D FEEDING OILS 


1000A/400D, 1500A/400D, 
2000A/400D 
Your Vitamin Problems— 


Send them to us, our Staff 
will be glad to assist without 
any obligation to you. 


147P Varick St., New York, N. Y. 


PEDER DEVOLO Olt COMPANY, ING. 


Abbett Alumni Meet 


Picton above is part of perhaps the 
most unique organization in the feed 
industry. Feed men like to get together 
and the above group proves the point. 


The people shown above are all mem- 
bers of the Harold A. Abbott Alumni asso- 
ciation. They were all formerly employed 
by Mr. Abbott when he was manager of 
the Globe Feed Mills, operated by the Al- 
bert Dickinson Co., Chicago. 


About eight years ago Mr. Abbott sever- 
ed his connections with the Chicago firm 
and is now with Funk Bros. Seed Co., 
Bloomington, Ill. The Harold A. Abboit 
Alumni association had its inception at 
the World's Poultry Congress in Cleveland 
in 1939 and the group has been meeting 
informally ever since, usually at some feed 
trade meeting. 

The photo above was taken following a 
dinner at the Pantlind hotel, Grand Rap- 
ids, during the recent International Baby 
Chick show. The meetings have all been 
spontaneous and almost each feed gath- 
ering has a sufficient number present for 


Dealers in all parts of the country are 
making a profit selling this well- 
known product to dairy farmers and 
If you are not familiar 
with HTH-15, it will pay you to 
investigate. 

For Dairymen—In the dairy, HTH-15 
is used to treat utensils and contain- 
ers to keep bacteria counts down 
and to avoid rejects. It is a 
free-flowing powder that 
will not freeze or 
get lumpy. 


HTH-=15 i; 
Widely Advertised 
in Farm, Dairy and 
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To Kill Germs, Use 


A CHLORINE BACTERICIDE AND DISINFECTANT 


For Poultrymen—HTH-15 is used as 
a spray or rinse to hel disinfect 
equipment and houses. Also dusted 
as a floating powder over birds to 
induce discharge of mucus from upper 
respiratory tract due to colds. Use 
ordinary dust gun. Hatcheries use 
HTH-15 as cleanup agent. 

Only 2 sizes to stock! The 1-lb. can 
retailing at 50c and the 3-lb. 
can at $1.00. Hand 
measuring spoon wi 
each can. im 


THE MATHIESON 
ALKALI WORKS inc.) 


60 E. 42nd STREET 
NEW YORK, N.Y. 


a get-together since the Abbott Alumni 
association comprises about 40 or 50 men 
scattered in responsible positions through- 
out the feed and associated industries. 

The meetings are a tribute to the re- 
spect and faith these former Abbott em- 
ployes have for their boss. Pictured above 
are: 

Left to right, seated: Mrs. Harold A. Ab- 
bott; E. L. Spahr, Vitality Mills, Inc., Chi- 
cago; W. M. Andersen, New England By- 
products Corp., Boston; C. F. Cushman, 
Cutler-Dickerson Co., Adrian, Michigan; 
Harold W. Grassl, Dr. Hess & Clark, Inc., 
Ashland, Ohio; S. E. Geasey, Campbell- 
Sanford Advertising Co., Chicago; Mrs. 
Howard McPherson whose husband is as- 
sociated with the Gland-O-Lac Co., Oma- 
ha; Harold Abbott Jr., and Harold A. Ab- 
bott, Funk Bros. Seed Co., Bloomington, 
Ill. Left to right, standing: Lyman Peck, 
McMillen Feed Mills, Fort Wayne, Ind.; 
Ralph C. Holder, Marden-Wild Co., Boston; 
Fred W. Vicht, Vitality Mills, Inc., Walter 
N. Jones, Vitality Mills, Inc., and Mr. Mc- 
Pherson of Gland-O-Lac. 

@ ROCKAFELLOW GRAIN & SEED CoO., 
Carson City, Mich., has installed a new 
seed purifier. 

@ FARMERS GRAIN CO., Waggoner, IIl., 
has installed Superior DP elevator cups 
manufactured by the K. I. Willis Corp., 
Moline, IIl. 

@ HARRY GAURKE, Wittenberg, Wis., has. 
installed a Blue Streak pulverizer at his 
feed store. 


@ SEAMAN-McLEAN ELEVATOR, Monroe- 
ville, Ohio, has installed a new feed 
grinder and expects to add a feed mixer 
soon if the demand warrants. 

@ CENTRAL SOYA CO., Fort Wayne, Ind., 
has doubled its office space by leasing the 
entire west wing of the fourth floor of the 
Old-First National Bank building on W. 
Berry street. The new quarters, which will 
be occupied by the company and its sub- 
sidiary the McMillen Feed Mills, comprise 
4,600 feet of floor space. 
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man owes me too much or too long, I lose 
a customer and it is much easier to keep 
an old customer than to get a new one.” 
His losses on poor accounts average about 
one per cent a year and in six years he 
has been forced to take legal action only 
once. 

“If you really take an interest in your 
customers and render real customer serv- 
ice it will pay big dividends,” says Mr. 
Roe. “I've trained my salesman along 
these lines and I cover about 20,000 miles 
a year myself, but it pays.” 

The business was originally housed in 
a single building and required the services 
of two men. Five years ago Mr. Roe rent- 
ed the New York Central freight house for 
storage and built an addition on the mill 
for an office. Four years ago he acquired 
an extra 150 feet of railroad siding and 
built a bulk grain storage building with 
elevator and grain cleaner for oats, bar- 
ley, wheat, soybeans, timothy, clover, and 
alfalfa. In the same year he also installed 
a ‘molasses agitator. Two years ago he 
built a storehouse and garage and install- 
ed a new hammer mill and a pelleting 
machine. This pelleting machine is the 


only one in use in this territory and last 
year a 12,000 gallon molasses storage tank 
and other equipment was installed. 

At present, four men and one girl are 
employed full time at the mill. The men 
and equipment are under the direction of 


FREDMAN BAG CO. 
MILWAUKEE, WIS. 
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Ross Dietrich, mill foreman. During the 
rush seasons additional help is necessary. 
For several weeks this spring Mr. Roe had 
10 men and additional office help to take 
care of the rush. Mr. Roe’s records show 
that during 1941 he handled 3,500,000 
pounds of custom grinding besides 4,500 
tons of his own feeds. This in addition to 
commercial mixes, seed, and auxiliary 
items. From all indications the 1942 fig- 
ures will be even larger. 


Mr. Roe is a graduate of Cornell uni- 
versity and maintains contact with virtu- 
ally all of the leading agricultural institu- 
tions throughout the country in his efforts 
to assist his customers with their problems. 
He was associated with A. H. Herrick & 
Son in Watertown, N. Y. in charge of dairy 
and poultry feed for 11 years before tak- 


GET READY TO 


CULTURE 


Those Home Grown Grains 


Why not get your share of this 
profitable culturing business 
that’s ready to break? Every 
threshing time, hundreds of 
your prospective customers buy 
a “Yeast Feed.” Sell them a 
good one made with Yeastex 
and your own supplementing 
products. 


YEASTEX 
For Dry Feeding, Too 


We'll gladly send you suggest- 
ed mixing formula for time 
proven results from exzyme ac- 
tive, vitamin-rich Yeastex cul- 
turing combinations ... or for 
dry yeast feeding. 


Go out after extra business this 
year. Write for low prices on 
this high quality yeast. 


REEL PRODUCTS CO. 


MONTICELLO, IOWA 


ing over his own business. Prior to that he 
served as Jefferson county agricultural 
agent for six years. He has a wide expe- 
rience and ideal background but as he 
says, “The same material that I use in 
building my customer service plan is avail- 
able to anyone who will make the effort.” 


@ MENNEL MILLING CO., Toledo, Ohio, 
suffered a loss estimated at $35,000 last 
month when fire destroyed the firm's ele- 
vator and two grain storage tanks located 
at Tontogany, Ohio. 


@ F. A. MILLER, Rock Valley, Iowa, was 
elected president of the Farmers Elevator 
Co. at the annual meeting held last month. 
John Tank was named vice president and 
Arie Gaalswyk, secretary. 
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of feed mixers for 
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Increasing Pig Litters 
Settling Slow Breeders 
Livening Up the Boars 


We have a "Sure-Fire" 
Sales Plan that brings 
in profits right away 
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VIOBIN CORPORATION 
4 OAK ST. MONTICELLO, ILL. 


Parity Price 


S# United States department of agri- 
culture has announced a set of aver- 
age or normal differentials for use in cal- 
culating state, area and market price 
equivalents of the parity price for corn. 
The following differentials are all for aver- 
age quality with the exception of the fig- 
ure for Chicago which is for No. 3 yellow 
corn: 


cents 

per bu. 

minus 4.0 
plus 4.2 
plus 22 
East Central Group .......... plus 14.4 
Northeastern Group ......... plus 14.2 
Northwestern Group ......... minus 2.8 
South Central Group ........ plus 6.8 
Southeatern Group .......... plus 17.4 
Southwestern Group ......... plus fed 
Chicago, No. 3 yellow corn...plus | 


To calculate state, area, or market price 
equivalents, these differentials are to be 


MILKMALT 


Protein 32% « 


Fat 112% 


Dependable... Since 1930 


WRITE 
ROWELL FEED SUPPLIES INC., Wisconsin-Minn. Dist. 
Grain & Stock Exchange, Milwaukee, Wis. 
OR 
GERARD MILK PRODUCTS CO. — Baltimore, Md. 


Fiber 4%, 
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FEED MIXING 


ENTS FROM NEW ORLEANS AND 


MOLASSES oO. 


differentials on 
corn announced 


added or substracted from the United 
States average parity price for corn as 
published each month by the bureau of 
agricultural economics in Agricultural 
Prices. In using these differentials in con- 
nection with operating programs, it will be 
necessary to break the resulting state and 
regional prices down into a series of coun- 
ty, area, or market point prices based up- 
on normal variations in the price of corn 
as between the several counties or areas 
and freight rates and other factors affect- 
ing the normal movements of corn within 
each state or region. Grade and quality 
differentials may also be established. This 
means, of course, that some of the county 
or area prices will be over and some 
under the parity equivalent for the state 
or region. 

The states of Kentucky, Tennessee, West 
Virginia, Virginia, North Carolina, Mary- 
land, and Delaware are included in the 
East Central group. The states of Maine, 
New Hampshire, Vermont, Massachusetts, 
Rhode Island, Connecticut, New York, New 
Jersey, and Pennsylvania are included in 
the Northeastern group. The states of Mis- 
sissippi, Alabama, Georgia, South Caro- 
lina, and Florida are included in the South- 
eastern group. The states of Arkansas, 
Louisiana, Oklahoma, and Texas are in- 
cluded in the South Central group. The 
states of California, Arizona, Utah, Nevada, 
Colorado, and New Mexico are included 
in the Southwestern group. The states of 
Washington, Oregon, Idaho, Montana, Wy- 
oming, and North Dakota are included in 
the Northwestern group. 

All of the state and group differentials 
are based on simple averages of monthly 
differences between the several state prices 
and the average farm or local market 
price for the United States during the 20- 
year period, July 1922 through June 1942, 
and the five year period, July 1937 through 
June 1942, excluding in each case the 
months falling within the crop years 1934- 
35 and 1936-37. 

© @ — -— 
@ D. M. DU BOIS, Bath, Ind., has purchas- 
ed the interest of his partner, Frank §S, 
Demoret, in the Demoret Grain Co. Mr. 
Demoret is retiring from business due to 
ill health. 

— 
@ CITIZENS ELEVATOR, Versailles, Ohio, 
has purchased a new style revolving 
screen cleaner from the Sidney Grain Ma- 
chinery Co. 

------ @ — 

BECOMES FATHER-IN-LAW 

Charles Devers, National Distillers Pro- 
ducts Co., is a brand new father-in-law. 
His daughter, Eileen, was married July 7 
to Robert Shaw, New York City, advertis- 
ing executive. The ceremony was per- 
formed at Nantucket, Mass. 
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(Continued from Page Seven) 


forms a demonstration of quality chicks, 
quality feeds, quality supplies and a cor- 
rect feeding program. 

Among the supplies handled by the 
Powers-Hutchinson Co. are metal-top 
brooding houses, brooders, feeders, water- 


POULTRY equipment and sup- 
plies are an important sideline 
at the Powers-Hutchinson Co. 
The picture above shows one 
of the brooder houses and 
baby chicks which are con- 
stantly on display during the 
hatching season and do much 
to promote the sales of poul- 
try feeds, chicks and other 
supplies. 


ers, etc. One of these brooder houses and 
a display of chicks is also maintained at 
the elevator location. 

These poultry demonstrations carried on 
by the firm plus the livestock tours com- 
prise a large, important and effective part 
of the firm's promotional program on feeds. 

Other methods of promotion supplement 
these practical demonstrations. Newspaper 
advertising is used regularly and in this 
connection mats of prepared ads furnished 
by the feed manufacturers have been 
found very helpful. Baby chicks are adver- 
tised in both the local newspaper and in 
nationally circulated poultry magazines. 

Six times a year feed literature furnished 
by the manufacturer is mailed out. The 
mailing list varies from 400 to 3000 accord- 
ing to the particular items advertised and 
the class of customers it is desired to reach. 

A full-time salesman is employed who 
personally solicits farmers on all the vari- 
ous lines handled by the concern. This 
salesman attends a poultry and livestock 
school held every six months by the manu- 
facturer of the feeds handled and so keeps 
up with the times and is able to give 
farmers and feeders advice on any of their 
problems. 

Mr. Hutchinson is a young man with 
much pep and enthusiasm. He takes a 
great deal of interest in anything that per- 
tains to feeds and the feeding of livestock 
and his experience has been that livestock 
tours are the best possible means of pro- 
moting the sale of feeds. 


@ ROY ADAMS, Newell, Iowa, operator 
of the Adams Feed Store, held open house 
July 15 to celebrate the removal of his 
business to new quarters in the Harvey 
building. Free coffee and ice cream were 
served to all customers and visitors. 
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@ HERMAN NAGEL, Herman Nagel Co., 
Chicago, is enjoying a well-earned vaca- 
tion at Nantucket, Mass. While on the 
East coast he expects to do a great deal 
of sailing and on the way back will visit 
with the Acton Co., Philadelphia, and Sun- 
set Feed & Grain Co., Buffalo, two of his 
eastern distributors. 
ON TEXTILE BAG COMMITTEE 

An industry advisory committee of new 
textile bag manufacturers has recently 
been announced by WPB to work with 
Allan E. Mackay, chief of the paper & 
textile bag unit, containers branch. The 
committee includes Bernard Werthan, Wer- 
than Bag Corp., Nashville, Tenn.; F. G. 
Bemis, Bemis Bros. Bag Co., Boston, Mass.; 
and F. H. Ludington, Chase Bag Co., New 
York City. 


ANIMAL HEALTH BOOK 

A new book on “Animal Sanitation and 
Disease Control” has been written by Dr. 
R. R. Dykstra, dean of the school of veter- 
inary medicine at Kansas State college, 
Manhattan, Kan. It has been published by 
the Interstate Printers & Publishers, Dan- 
ville, Ill. 

In the book, Dr. Dykstra declares that 
the “most serious menace threatening the 
interests of the livestock, dairy and poultry 
producer is animal ill-health.” The book 
helps lay a foundation for the prevention 
of animal ailments. 

The book has chapters on various ani- 
mal diseases and their control as well as 
a discussion of vitamins and minerals as 
health requirements. Copies of this 558 
page volume are available from the print- 
er mentioned above. 


MILKMALT 


Protein 32% 


Fat 112% 


Dependable... Since 1930 


WRITE 
CENTRAL FEED SUPPLIES, INC., Ill.-Ind. Distributors 
CHICAGO, ILL. 
OR 
GERARD MILK PRODUCTS CO. — Baltimore, Md. 


Fiber 4% 


Looking Ahead 


for more business ? 
We can help you with 


Small's Dehydrated Alfalfa Meals 
Pilot Brand Oyster Shells 

Stonemo Granite Grit 

Clear Quill Livestock Mineral 
Blatchford's Vitadine and Calf Meal 
Marblehead Calcium Carbonate 
Clear Quill Poultry Concentrates 
Armour Meat Feeds 

Clear Quill and Waterloo Hog Feeds 
Servall-Stazdry Poultry Litter 

Leader Brand Fish Meals 

Kellogg Linseed and Soy Meals 
V-C Fertilizers 

Nopco A & D Feeding Oils 


Anderson Chick Boxes and Hatchery 
Supplies 


Waterloo MillsCompany 


Manufacturers and Wholesale 
Distributors 


WATERLOO IOWA 


reo W BRAND 


DIGESTER TANKAGE 
MEAT AND BONE SCRAPS 
BONE MEAL: 


NOW MORE 
THAN EVER 
QUALITY 
COUNTS 
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— collecting 
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est. If the bill is paid the farmer retains 
the cow as his own. 


This method of collecting accounts has 
been unusually successful. The honest 
farmers are only glad enough to give a 
cow or pig or horse or something else to 
settle the debt while with the “dead-beat” 
Mr. Stuckey sometimes has to use a little 


different method. But all in all this method 
of collecting accounts retains mutual good 
feelings and impresses the farmer who is 
hard pressed for money with the value of 
maintaining a good credit rating. 

The Berne Equity Exchange Co. was or- 
ganized in 1920. The company operates 
two plants at Berne and also has branches 
at Linn Grove, Ind., and Chattanooga and 
Tama, Ohio. 

The branch plant at Berne, acquired in 
1937 when the firm bought out the Berne 


ALFALFA 
MEAL 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Merchants Exchange 
ST. LOUIS 


HEN-CEN-MIX 


A COMPLETE PROTEIN- 
VITAMIN-MINERAL BASE 
FOR POULTRY FEEDS 


HEN-CEN-MIX contains 38°, 
protein, secured largely from ani- 
mal and marine sources. Such a 
wide variety of ingredients are 
used as would be almost impossible 
for the average feed mixer to eco- 
nomically carry in stock. The use of 
these diversified sources of produc- 
tion assures the benefit of all essen- 
tial amino acids. HEN-CEN-MIX 
is especially rich in riboflavin. No 
known vitamin requirement is lack- 
ing. These proteins and vitamins 
are fortified by recognized min- 
eral and trace elements. A com- 
plete feed requires the addition 
of only ground corn, ground oats, 
wheat middlings and wheat bran. 
Proven formulae for complete 
mashes are supplied to mixers of 


HEN-CEN-MIX. 


SEA BOARD SUPPLY CO. 


Meadow & McKean Sts., Phila., Pa. 
Laboratory and Service Work 
A Part of Our Program 
Write for Complete Information 


DRIED MILK PRODUCTS 
LACTO-VEE 


LACTO-VEE PRODUCTS, INC., DAYTON, OHIO 


FEEDING A & D OILS 
FOR-CLO 


FORT-I-FY Your PROFITS with 


OLD FORT concenTRATES 


OLD FORT MILLS, Inc. 
MARION, OHIO 


FEEDS and 


B OF QUALITY U.M.C. CALCIUM CARBONATE @ MILL FEEDS 

© FEED PACKING HOUSE BY-PRODUCTS e@ OIL MEALS 
K 

ingrevicnTs UNITED FEED PRODUCTS CO. 
s 205 W. WACKER DR. CHICAGO, ILL. 
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Grain & Hay Co., handles Purina feeds 
while at the main plant of the firm Wayne 
feeds are sold. This is a sort of paradoxi- 
cal situation as the two plants although 
jointly owned, compete with each other in 
the development of a big feed business. 


The Linn Grove and Tama stations are 
without a railroad so that they are served 
by the company’s efficient trucking service. 
The firm operates eight trucks. Feed is 
ground and mixed at each of the five sta- 
tions but they do not market any feed 
under their own brand doing rather a cus- 
tom grindling and mixing to suit the de- 
sires of the individual customers. This 
makes it possible to concentrate selling 
efforts on the two well-known and nation- 
ally advertised commercial feed lines. 

Besides selling feed, grain, and coal at 
the main office at Berne the firm has a 
fine meat market under the direction of 
Noah L. Habegger, an experienced butcher 
and meat cutter. A grocery department is 
also operated in connection with the meat 
market. Unusual grocery, fruit and vege- 
table displays help to sell a large amount 
of merchandise in this department. 


The company has 23 employes including 
Mr. Stuckey, the manager. Henry Koch is 
president; William Nussbaum, vice-presi- 
dent; Rufus Huser, secretary; and Henry 
Baker, treasurer. At the stockholders an- 
nual meeting early in March, the records 
showed that the total business last year 
was slightly above a half-million dollars, 
the best in the history of the firm. 

Asked to what he attributes the success 
of the firm Mr. Stuckey replied instantly, 
“Service, and more service. We always try 
to keep our customers satisfied. If a farm- 
er tells us he is not quite satisfied with a 
batch of feed we send a man out to inves- 
tigate and make it right if we are at fault. 
When we deliver a load of coal we do 
not drive over the lawn unless necessary 
and then only when given permission. Our 
employees must always be neat in ap- 
pearance and friendly. When a customer 
drives up we help him unload and when 
he is ready to leave we of course load up 
for him. Once in a while we drive out to 
see some of our customers just for a visit. 
They appreciate it very much. We look at 
their cows, their horses, their hogs and 
poultry. It helps keep these customers and 
makes new ones.” 

Mr. Stuckey is a firm believer in adver- 
tising and runs two ads every week in the 
Berne newspaper. In addition, the feed 
stores always have attractive window dis- 
plays and some direct mail advertising is 
done. Two public meetings are also held 
each year. The large Berne auditorium is 
rented for the affair, well known speakers 
are secured and free refreshments are 
served. This is just one of the many good- 
will policies of the company. 

For the past several seasons the firm has 
sponsored an egg-laying contest. The farm- 
ers of the community are invited to bring 
a hen to the main plant where special pro- 
visions are made for the content. The hens 
are put in special pens and trap-nested. 
Friendly rivalry develops and helps to ad- 
vertise the two lines of commercial feeds 
handled. This stunt has brought in several 
thousand dollars of extra business during 
the last few years Mr. Stuckey estimated. 
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[FEEDS 


Offer Suggestions On 
Conservation Of Bags 


Because of the present bag scarcity and 
shortage of material it behooves members 
of the feed industry to take all possible 
precautions in the care and handling of 
bags. 

Definite suggestions for conserving the 
bag supply have been made by the Office 
of Agricultural Defense Relations in Wash- 
ington and generally adopted by the bag 
manufacturing industry. The following rec- 
ommendations are designed to make bag 
supplies last as long as possible. 


CARE OF FILLED BAGS 

1. Store all commodities in a dry, pro- 
tected place. 

2. Handle bags with care, to avoid drop- 
ping and rupturing. 

3. Use no hooks in handling bags. 

4. Stack all of a kind together because 
the strength of the bag cloth varies with 
the commodity. 

5. Don't stack filled bags so high that 
the weight ruptures the bottom bags. 

6. Protect the commodity from rats to 
prevent damage to bags as well as to its 
contents. 

7. Allow no chickens or animals access 
to bags. 

8. Open bags at seam by cutting stitch- 
ing instead of cloth. 

9. Remove commodities containing acids 
as soon as possible. 


CARE OF EMPTY BAGS 


1. Shake thoroughly to remove as much 
of the commodity as possible. 

2. Hang all bags in the sun to dry to 
preveni mildew and rot. 

3. Do not use kerosene or objectionable 
chemicals in cleaning bags. 

4. Store dried bags, each kind to itself, 
in a high, dry place. 

5. Inspect regularly to prevent rats or 
vermin nesting. 

6. Do not fill bags to be reused later 
with objectionable items like coal, etc. 

7. Tie the bags into bundles and sell 
them as containers. 

8. Do not fill bags too full, as this causes 
excessive strain on the cloth in handling. 


SORTING BAGS 


1. Careful sorting pays for itself by ob- 
taining higher prices from bag dealers. 

2. Pack bags flat. 

3. Avoid putting bags of different mate- 
rials, different capacities, different sizes, 
or bags for different commodities in the 
same bundles. ° 

4. Sort into bundles all bags that can be 
used again for the commodity originally 
packed. 

5. Bundle all patched bags separately. 

6. Keep slashed bags together. 

———_ — 


@ H. A. ALLMAN, Wheaton, Mo., has pur- 
chased the Gordon mill. The building will 
be razed and the material used in con- 
struction of a new warehouse at the All- 
man Produce & Feed Co. New feed grind- 
ing and mixing equipment has been order- 
ed and a large truck scale will be installed 
in the driveway. 
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@ WILLIAM LEE PINKSTON, Clinton, Mo., 
former manager of the Farmers Elevator 
Co. elevator, died July 5. 

@ J. P. PARKS, the J. P. Parks Co., Kansas 
City, Mo., entertained 15 feed men at 
luncheon recently at which G. M. Bond of 
the Chas. M. Cox Co., Boston, was guest 
of honor. 


Wanted More Capacity So 
They Installed Superior 
“CC” Elevator Cups 


The most efficient perform- 
ing cup that will OUT- 
LAST and OUT-CARRY 
any elevator cup made. 


ALL SUPERIOR cups are 
formed and electrically spot 
welded which gives added 
strength. NOT EDGE 
WELDED. SUPERIOR 
cups are also available in 
“DP” and “V” types improv- 
edin design andconstruction. 


Write to 
K. 1. WILLIS CORPORATION 
Moline, Illinois 


for names of distributors and 
turther details 


@ C. CLARENCE WOLFE, 67, Fremont, 
Ohio, prominent northwestern Ohio grain 
and feed dealer, died July 7. He formerly 
operated elevators in Lindsey, Elmore and 
Fremont. 


- 


@ HERMAN PENZIK, 45, vice president of 
the Northwestern Flour & Feed Co., Chica- 
go, died July 26, following a heart attack. 


“You Name Jt--We've Got Jt” 


For a Complete 


Milk Feed Service 


SUPREME BRAND 


\ Dried Skim Milk 


Perfect Quality Priced Right 
SUPREME BRAND 


\ Condensed Buttermilk 


“The Genuine Condensed Buttermilk 
in the Yellow Barrel” 


SUPREME BRAND 

\ Dried Buttermilk 
SUPREME BRAND 

Condensed Whey 


\ Eastern Seaboard Distributors for 


LACTO-G Dried Whey 


Write, Phone or Wire for 
Unusually Attractive Prices 


Herbert K. Clofine 


Bulletin Building Philadelphia, Pa. 


from us. 


ry Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu- 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. 
Next time you are in the market for any of 
the products listed here let us furnish your 
requirements. Our fast service and quality 
products make it worth your while to buy 


FAST SERVICE 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


Table Rolled Oats 


Feeding Rolled Oats 
Steel Cut Oat Groats 
Feeding Oat Meal 
Pulverized and Bolted 
Oats 

Whole Oat Groats 
Steel Cut Wheat 
Ground Oat Groats 


Oat Mill Feed 

Oat Mill Feed with 
Molasses 

Pulverized and Bolted 
Screenings 


Steam Crimped Oats 
Steam Rolled Barley 
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ELEVATOR 
BUCKETS 


Cut Handling 
Costs 2 Ways 


V More Load per Bucket 
V More Buckets per Belt 
NU-HY Buckets are scientifically designed to 
increase elevator capacity, provide smoother 


operation and cut power costs. Rugged one- 
piece welded construction. 


INCREASES GUARANTEED 


From analys‘s of your present operation, we 


ca~scity analys s Form 76. 


aa guarantee a larger handling capacity when 
NU-HY Buckets are substituted. Write for 


603 Metropolitan Life Bidg. 
MINNEAPOLIS, MINN. 


DRIED MILK Minnesota Girl Hour 


MILLFEEDS 


sé 
ayy incre 
Your Quality 
Lower Your 
service / Cost, 

@ Let Amburgo’s trained repre- 
sentatives help you increase 
your profits by showing you how 
to make BETTER feed at 
LESS cost. 


corr 
Broad St. at Nedro Phila., Pa. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


FEED MIXERS 
MAKE YOUR OWN 
TONIC and WORMER MASH 


Here’s a feed specialty with real sales ap- 
peal. Easy to make. Just mix with your 
regular mash. Does a grand job. Write 
today for complete facts. 


“DOUBLE-DUTY” 


OVUMIX 


TONIC ano WORMER 


WHITMOYER LABORATORIES, Inc. 


Box B-8, Myerstown, Pa. 


AND MILLFEEDS 


Capital Flour Mills, Inc. 


General Offices ® 


Minneapolis 


Qresh Out! 


Those are words you never hear at 
our wholesale warehouses where 
complete stocks of feeds are waiting 
for you at all times. 


e @ 
ALFALFA MEAL, BEET PULP, MEAT 
SCRAPS, CONDENSED BUTTERMILK, 
CALF MANNA. 


. .. and the new killer-diller rat and 
mouse poison that lays ‘em low. Kil- 
Balm is the name. Overnight action. 


FEED SUPPLIES, Inc. 


West Allis—1637 South 83rd St. 
Milwaukee—3328 W. Cameron Ave. 


You & Co. 


Which will stay in business 
after the war... you or 
your competitor—asks W. B. 
Lambert in this issue of The 


Feed Bag printed by 


Broadway Press 


435 N. Second Street 
MILWAUKEE, WISCONSIN 
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now. If he don’t get it, think of what that 
will mean!" 

It didn't take Lem Jones long to catch 
on. He had already beaten Mickey to the 
draw. 

“Come on, soldier,” he said, “let's start 
working.” 

Lem rushed to the waiting line of farm- 
ers at the warehouse with Mickey pound- 
ing at his heels. 

“Good morning, Arch,” greeted Lem as 
he approached the last customer in line. 
“Say, I've been thinking,” he continued. 
“Haven't you got a lot of old machinery 
and iron parts lying around your farm 
that you'd like to turn into cash?” 

Arch Blake, a big dairy farmer, pon- 
dered. 

“Come to think of it, I have,”" he replied. 
“Got an old hayrake that’s grown over 
with weeds and a lot of old plow points 
layin’ under the granary. Could find a 
lot more, maybe.” 

“Well, Arch,” beamed Lem Jones. “I'll 
tell you what I'll do. You bring in all the 
scrap you have and I'll pay you the mar- 
ket price or you can take it out in trade— 
at the full market price, remember.” 

“Say, that’s not a bad idea,” concurred 
Blake. “Bring in a load next week.” 

“Arch,” said Lem with a serious look 
on his face. “I don't know if you know it 
or not but the government really needs all 
the scrap we can dig up.’ We're going to 
need millions of tons of steel to fight this 
war and a certain amount of scrap is 
needed in every batch. It's really more 
serious than most people think—I wish 
you'd kind of pass the word along.” 

“Well, that being the case,” added 
Blake, “You better figure me for two loads 
or maybe three. Course I know they say 
we farmers are doing our bit by raising 
more hogs and cattle and turning out more 
milk and eggs, but I reckon we'd be doing 
that anyway with the market the way it is. 
I'm going over my farm just like I was 
hunting Japs or Nazis and every time I 
toss a piece of scrap in my truck I'm going 
to count it as one more shot for our side.” 

The response from all of the other farm- 
ers was just as enthusiastic. And even 
Zeke, the once pensioned warehouse man, 
went about his work with new vigor in his 
limbs when he heard about the plan. 

“Mickey,” said Lem, after they had re- 
turned to the office. “Call up that adver- 
tising man from the Hickory Grove Bugle 
and tell him I want to run an ad. Mickey, 
my boy, we're in the junk business to help 
junk the Japs.” 


* * * 


The news traveled fast, and the adver- 
tisement in the Hickory Grove Bugle turned 
it into a wildfire. Farm telephones buzzed 
with “Lem Jones is buying scrap iron. Will 
trade it for feeds. Uncle Sam needs all our 
junk. We're taking a load down tomorrow. 
Why don't you?” 

Mountains certainly never grew as fast 
as the mound of scrap iron that bounded 
higher with each clink of metal in the 
vacant lot at the rear of the Hickory Grove 
feed store. Lem opened his eyes wide one 
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Screw Conveyor Corporation 
719 Hoffman St. — ) Hammond, tnd. 
ORDER 
YOUR 
F. : JR. 

NOW! 
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day when he saw old Ben Green coax his 
old model-T into the yard. The springs on 
the little pick-up were sagging under the 
weight of an assorted lot of odds and ends 
of scrap metal. 

As long as Lem could remember, Ben 
Green had been barely eking out a living 
off the scrubby 40 he partly owned, north 
of town. What with a wife and some nine 
or ten younsters, folks said they were 
many times when the Greens didn't hard- 
ly have enough food to go around. 

Lem smiled as Mr. Green came into the 
office with his weight ticket. After figuring 
a few minutes he said. “Well, Ben, guess 
you've got $4.87 coming.” 

And opening his cash register, he start- 
ed to count out the money. 

“Just a minute, Lem,” the farmer said, 
fumbling in the side pocket of his frayed 
overalls. Painstakingly he pulled a few 
pieces of change and carefully placed a 
dime and three pennies on the counter. 
“You better add this to it and give me 
one of them $5 war stamps. Never figured 
I could spare any money for them things 
before, but this is just like finding it, far as 
I'm concerned, and the missus will sure 
be mighty tickled to know that we’re help- 
ing out in this war a little bit too.” 

And so it went. Lem did a big business 
in war stamps and bonds and feed never 
moved faster from the warehouse. Not 
only that, but more than one farmer re- 
marked, “Shucks, Lem, getting paid for 
junk like that is just like getting something 
for nothing. You put my share aside and 
turn it over to the USO.” 

It was the Saturday afternoon of a busy 
week, and Lem stood looking at the Pike's 
Peak of scrap, wringing his palms in satis- 
faction. He was suddenly interrupted by 
the roar of a huge truck, its motor strain- 
ing as it pulled into the lot. Towering over 
the cab was a heap of the most conglom- 
erate collection of scrap ever gathered. 
And clinging to the running board was 
Mickey, while a dozen kids cheering like 
war mad Indians followed at the rear of 
the truck. 

The driver grinned and came to a stop 
in front of Lem Jones and the scrap pile. 
Mickey leaped from the running board. 

“Boss,” he said. “I’m manager of the 
Hickory Grove Slap the Jap club. We 
understand you're buying scrap and here’s 
the load we collected. How much are we 
offered?” 


CORN BELT 


SUPPLY CO., /ac. 


Distributors 


LINSEED MEAL and 
PELLETS 
AP 34% and 30% Protein 


Soybean Oil Meal and Pellets 
44% and 41% Protein 
AND ALL 


FEED INGREDIENTS 
SIOUX CITY... OMAHA 


R. C. Jensen im Suttie 
Stanley Eales iles Waller 
Phone 5-5075 At. 0754 


Lem smiled and spoke without hesita- 
tion. 

“Full market price,” he said, “and a 
dollar war stamp extra for every member 
of the club plus a $25.00 war bond as a 
bonus for the manager.” 

“And Mickey,” he added, “we'll talk 
about that raise I've been promising you 
. . . Monday morning.” 


Button Named Chief 
Of Dairy Division 
~ Milton H. Button, Madison, Wis., chief of 
the administrative division, of the Wiscon- 
sin department of agriculture, has been as- 
signed temporarily as chief of the dairy 
division to succeed L. G. Kuenning, ac- 
cording to a recent announcement by 
Ralph E. Ammon, director of agriculture. 

Mr. Kuenning, who had held his position 
of dairy division chief for many years, 
died suddenly July 27 following a heart 
attack which occurred while he was dis- 
cussing a statewide quality dairy program 
with a group of farmers near Port Wash- 
ington in Ozaukee county. 

In making the announcement Director 
Ammon commented that “one of the great- 
est tributes the department and the dairy 
industry can pay Mr. Kuenning is to carry 
on the quality program full speed ahead 
with the same enthusiastic determination.” 


@ SWANTON MILLING & ELEVATOR CO., 


Swanton, Ohio, has installed a new elec- 
tric truck hoist and grain cleaner. 


THE 
EASIEST 
WAY 


to tell the vitamin 
story to Feed Users so 
they'll get it—(by the 
bagful) is to have 


Conkeys 


in stock when they — 


"Look for 
the 2 Big 
Red Letters 

Y-O 


on Every Bag" 


Write for 
Prices and Dealer TRS: 
Proposition 


The G. E. CONKEY CO. 
6761 Broadway, Cleveland, Ohio 


Mills and warehouse stocks at convenient 
centers 
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NOVEL ADVERTISEMENT 
Schaaf's Feed Store, Des Moines, Iowa, 
recently used a novel mailing piece that 


attracted considerable attention. Cards 
were sent out to all customers and pros- 
pects simply bearing a cartoon reprinted 
from Successful Farming. The cartoon 
showed a bunch of gigantic hogs some 10 
or 12 feet tall. The Schaaf feed truck is 
parked at the roadside and a salesman 
with the name George Schaaf printed on 
his briefcase is standing at the fence con- 
versing with the farmer. Evidently in re- 
sponse to an inquiry the farmer is saying, 
“Yep, I use your feed.” At the bottom of 
the card is printed the slogan, “When You 
GO for Feed, STOP at Schaaf's, 2641 Bea- 


ver Ave., Des Moines.” 


Write or Wire for Prices on 


Steamed 


Rolled Oats 


Pulverized Heavy White Oats 
Whole Oat Groats 

Feeding Oatmeal 

Steel-cut Oats 

Oat Groat Flour 

Steamed Crimped Oats 

5% Reground Oat Feed 


Des Moines Oat Products Co. 
Walter Berger, Pres. Des Moines, Ia. 


VERTICAL FEED 
MIXER 


CORN CUTTER 
AND GRADER 


One Machine or Complete 
Feed Mill Equipment 


@ Kelly Duplex, with more than 
60 years experience, is well equip- 
ped to help you plan and to build 
the mill machinery you need. They 
will be glad to help you with your 
problems. Whether you are pur- 
chasing only one machine or 
equipping a mill complete, get 
suggestions and esti- 
mates from Kelly 
Duplex. 


The Duplex Mill and Mfg.Co. 


Springfield, Ohio 
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Service department for our readers. 
Low Rates: 35c per line; minimum, 
four lines including heading. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, % The Feed Bag, Milwaukee, Wis. 


CORN CRACKER AND GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-l condition, guarantee. Write CM-116, 
% The Feed Bag, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor —used only short time. 
Like new. Bargain for cash. Write MM-116, % 
The Feed Bag, Milwaukee, Wis. 


FOR SALE 
Buckwheat Mill complete with flour sifter and 
mixer, packer and scales. Richmondville Build- 
ing Ass‘n, Richmondville, N. Y 


FEED MILL FOR SALE 
County-seat town, northeastern Illinois, nice 
volume, handle feeds, seeds, fertilizers, baby 
chicks, etc. Other business interests take all 
of owner's time. Reply % Box BD12, The Feed 
Bag, Milwaukee, Wis. 


FOR SALE 
Elevator building 10M capacity, cribbed con- 
struction, metal clad, materials good condition, 
no machinery. $3,000. Write I. W. Syler, Plym- 
outh, Indiana. 


Add UNIVERSAL YEAST 
To Your Pig Feeds 

Hog feeds are the profitable field this season. 
Yeast will get you your share of this business. 
Free formula service. 
RICE LABORATORIES, INC. DASSEL, MINN. 

FEED PLANT FOR SALE 

Menomonee Falls, Wis.—Modern feed mill for 
sale. Owner operating two plants must sell one 
because of draft and labor conditions. Priced 
right for quick disposal. Fully equipped with 
grinder, mixer, etc. Write W. G. Slugg Feed 
Stores, 3910 W. Villard ave., Milwaukee, Wis. 


RYE SCREENINGS 
Watch your top scalpings for ergot. 
rect to us for top prices. 
information. Universal 
Minn. 


Sell di- 
Write for quotations, 
Laboratories, Dassel, 


FOR SALE 
One 6-Ton Fairbanks-Morse dump scale. Good 
— Forest City Grist Mill, Forest City, 
owd,. 


FOR SALE 
Feed mill, bean elev. and coal business for 
sale reasonable. Good buildings and equip- 
ment, well established paying business, in fine 
western Michigan town. Address 1263 Welathy 
S. E., Grand Rapids, Michigan. 


FEED MIXER FOR SALE 
New Brower Mixer, floor level feed, complete 
with motor. Write Big Gain Products, West 
Union, Iowa. 


@ MASTER FEED & SEED CO., warehouse, 
Alliance, Ohio, was destroyed by fire July 
19. Included in the loss were over 100 tons 
of alfalfa feed and 100 drums of cod liver 
oil. Total loss was estimated in excess of 
$100,000. 
ELECT NEW DIRECTORS 

Midland Flour Milling Co., Kansas City, 
Mo., elected three new directors at a stock- 
holders meeting held July 25. They are 
Homer H. Berger, Kansas City lawyer; Cor- 
nelius W. Clawson, Newton, Kan., and 
Laurence S. Staples, vice president, Ferry- 
Hanly Advertising agency, Kansas City. 

FEEDING OIL TIPS 

A new folder offering war-time feeding 
oil suggestions for feed mixers in order to 
comply with limitation order L-40 has been 
produced by the Marden-Wild Co., Somer- 
ville, Mass. The folder reviews briefly the 
part played by the Marden-Wild Co. in 
the production of vitamin-tested fish oils 
for the feed industry and explains the es- 
sential facts of the limitation order. 

Included in the folder is a table showing 
the number of pounds of oil to be used 
per ton of feed including all types of poul- 
try feeds. The table is set up on an all- 
mash and scratch-mash basis. The firm 
also invites feed manufacturers to use the 
services of their trained technicians to 
help make necessary formula changes. 


For better Hog and Poultry Feeds add 


PURITY YEAST 


High in Lactic Acid, Nicotinic Acid, 
Pantothenic Acid, 
Vitamin B,, Riboflavin, Vitamin G 


Write for Delivered Prices. 


PURITY YEAST CO., Estherville, 


Blue Ribbon Condensed 
Buttermilk an’ Skimmilk 


Manufactured by 


Merchants Creamery Co., Inc. 
innati, Ohi 


FEEDSTUFFS 


Both Cash and Futures 


DREYER COMMISSION CO. 


(At it since ’92) 
Merchants Exchange St. Louis, Mo. 


Board of Trade Bldg Kansas City, Mo. 


Now! - Buy SUPERIOR’S -Pure 


Meat and Bone Scraps 
Digester Tankage 
Bone Meal—Blood Meal 


Superior Packing Co. 
St. Paul, Minn. 


ARMOUR’S MEAT SCRAPS 
NOPCO COD LIVER OILS 
MANAMAR—OMALASS 
SMALL’S DEHYD. ALFALFA MEALS 


Maney Brothers Mill & Elevator Co. 


Minneapolis, M 


Feeding Oat Meal 
Meat Scraps — Produlac 
Colloidal Phosphate 
Silmo — Cod Liver Oils 
North East Feed Mill | Company 


MINNEAPOLIS MINNESOTA 


«FOR FEED CALL « 


“Stormy” 


IOWA FEED COMPANY 
Phone 45177 Des Moines, Iowa 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either Prompt or Deferred inseed Meal. 
Save Money. “Stand by Stan.” 
A. L. STANCHFIELD & CO 
Wholesale Grain and Feed Merchants 


500 Corn Exchange Bldg. Minneapolis 


For 
Dependable 
Supplies 


STRONG 
SCOT) 


A FEED INGREDIENT FOR EVERY NEED @ @ 
WE SPECIALIZE IN 
TOASTED CORN FLAKES — TOASTED WHEAT FLAKES 
Made to Manufacturer’s Specifications 


WRITE OR CENTRAL FEED SUPPLY CO. 


327 S. LA SALLE ST., CHICAGO, ILL. 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


HIAWATHA GRAIN COMPANY 


MINNEAPOLIS, 


MINNESOTA 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 


Minneapolis, Minnesota 


2) 


SYNTHA-MIXER 


BIO-PHYL 
‘“‘MORE THAN VITAMIN CONCENTRATES” 


SYNTHA PRODUCTS 
E. E. FRITH CO., Dubuque, Iowa, Northern Distributors 
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“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS' 
CHAMBER OF COMMERCE 


BRANCH OFFICE 
BUFFALO, N. Y. 


MIDDLETOWN, N. Y. 


Distributors of: 


Hubinger (Keokuk) 
Corn Gluten Feed 
Kellogg's Hominy Feed 
Chenango Dried Whey 
Wheat Germ Oil 
Wheat Germ 


WRITE US FOR FURTHER INFORMATION 


CLO-TRATE PRODUCTS 


Fortified Cod Liver Oil & 
Vitamin A & D Feeding Oils 


SUNSET BRAND FEED 
(an exclusively milk product) 


High in flavin, milk albumen, 
and milk minerals. 


Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


(Higher in Protein) 
ss. £5 TENNANT & HoyT Co. 


LAKE CITY, MINN. 


Pecos Valley Alfalfa Mill @: 


= Swift & Company 
PECOS SPECIAL CHAMPAIGN, ILL. 
IT’S BETTER 


CAIRO, ILL. 
DES MOINES, IOWA 
FOSTORIA, OHIO 


Your inquiry would be appreciated 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
CHANDLER, ARIZONA 


Phone, Write, or Wire 
for prices. 
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Right a4 nein! 
NOTHING QUITE LIKE 
THESE MILWAUKEE 
BREWERS GRAINS AND 


MALT SPROUTS FOR NICE 
HIGH QUALITY. 


IF YOU ARE FUSSY ABOUT 
CORN DISTILLERS GRAINS 
—LET US SHIP YOU A CAR 
OF WINNEBAGO GRAINS. 
ONCE TRIED, ALWAYS 
USED. 


YOURS TRULY 


La Budde Feed & Grain Co. 


AT MILWAUKEE 


Start Now for 
Better Mash Business 


There are lots of nice pullet flocks in your trade 
territory that will soon be ready for 


WISCONSIN 
EGG MAKER 


BIG FOUR 
MASH 


Once started on this money-making egg pro- 
ducer, they will be steady customers for the 
whole season. Get set to build up your fall egg 
mash business by stocking up NOW on Wiscon- 
sin Egg Maker or Big Four. 


NORTHERN MILLING CO. 


Since 1883 


WAUSAU WISCONSIN 


MORTON’S SALT 


Highest Quality 


Prompt Service 


MORTON SALT COMPANY 
MILWAUKEE e WISCONSIN 


Mid-West Rock Products 
Corporation 


“High Calcium Limestone Dust" 
Made from Selected Indiana Limestone 
High Calcium — Low Magnesium — 
No Fluorine Content 


Used by the Leading Companies in the 
Middle West for the Production of 
Quality Feeds and Mineral Supplements 


LOW COST — HIGH QUALITY 
Any Fineness to Fit Your Needs 


New Paper Bags — Your Bags — Or in Bulk 


We also bag No. 30 Dolomite — Excellent for Drill 
and Barn Liming 
Let us quote your year's requirements 


"Calcium" Produced at Greencastle, Indiana 
"Dolomite" Produced at Ridgeville, Indiana 


All products tested currently in 
- our France Stone Co. Laboratories 


District Sales Office — 
532 Illinois Bldg., Indianapolis, Ind. 
Home Office — The France Stone Co., Toledo, Ohio 
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THOUSANE 2S 

are turning to Murphy’s 
Concentrates — a new, a 
different, an up-to-date 
feeding method that fits 
in with farm grown feeds. 
This big trend to Murphy 
Concentrates is sweeping 
the corn-belt because sav- 
ings are possible which 
complete mixed feeds do 
not offer...less freight 
costs, less handling costs, 
less time wasted. Concen- 
trates offer YOU an oppor- 
tunity to cash-in on a vast 
UNTAPPED market right 
around you—the thou- 
sands of good feeders who 
depend largely on the 
corn, oats, and roughage 
they grow on their own 
farms. Don’t delay. Write 
at once and find out what 
this can mean to you in 
MORE new customers, 
BIGGER profits. 


RIDE HIGH WITH 


TE S/ 


A great radio promotional campaign—ten 
big stations, 39 programs weekly, now carry the 
message of Murphy savings to nearly 2,000,000 
farmers every week! A great READY-MADE demand 
is already built up for you—new dealers are needed 
to service this big army of feeders. Here's your chance 
to boost your profits and get aboard on the big 
SWING TO CONCENTRATES! 


GET THESE AMAZING FACTS! 


If there is a Murphy franchise open in your territory 
you ought to have it. Ask us about the Murphy Farm 
Survey. No cost, no obligation. Write for facts right now! 


MURPHY PRODUCTS CO. 
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Gor 
Better Nutrition 


As a flour dealer, you can lend 
valuable support to the U. S. 
Government's nutrition program 
by explaining to your customers 
the increased nutritional value 
of Enriched King Midas Flour. 
To improve the health and well- 
being of the nation, every 
American family should use en- 
riched flour in all their baking. 


GOLDEN TOUCH 


4 
FLOUR 


“WORTH ALL IT COSTS” 


KING MIDAS FLOUR 


MILLED FROM BREAD-TESTED WHEAT 


It is no accident that your customers bake better 
bread when they use King Midas Flour. There's a good 
sound reason why this fine flour gives housewives the 
lightest, the most appetizing loaves they've ever baked. 


... IT'S THE WHEAT WE BUY!... 


Before we buy the wheat, we test it — bread-test 
it. A miniature mill in the King Midas laboratory grinds 
the wheat samples into flour and the flour is actually 
baked into bread. There's no guesswork. We know 
in advance that King Midas Flour, milled from bread- 
tested wheat, will give the finest baking results. 


Tell your customers why King Midas is a better flour. 
Then let them judge the results for themselves. 


be 


KING MIDAS FLOUR MILLS 
Minneapolis 


Minnesota 
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